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In tune with your life, year 
’round...the textured look of 


BARRETT & COMPANY, INCORPORATED guality tanners of fine shoe leathers since 1913 


@Reg. U.S. Pat. Off. 





Fou Flas feature a 


low vamp ¢ ecolletage, highlighting 
the open look in classic pump silhouettes. 


Simplicity of line and the mellowness of 


a 





to reveal 
a fresh viewpoint of Spring. 
In +3300 Benedictine...and in #507 Flight Blue, 


+ i by Foot Flairs, Maynard, Mass. 


E. Hubschman © Sons, Inc., Philadelphia wt 


Fashion Office: Empire State Building, New York 1 









Fashioned for you 
the imaginative Vitality 
Look for Fall, sweeping 
across the Fashion horizon 
to cover the varying tastes 
of your customers. 













Advertised 
Nationally for you 


a great new Fall program, 
featuring an entire cam- 
paign in color in America’s 
leading magazines. 












Quality for you 
in the same traditional high 
standards, to meet the 
exacting customer demand. 










Priced for you 
Vitality is priced for big vol- 
ume selling...and Vitality 
consistently maintains a 
policy that assures a liberal 
mark up for you. 
















Stocked for you 
in a wide selection to in- 
crease sales and assure turn- 
over. 





Famous for Fashion and Fit 


Vitality Shoe Co., Division of 
International Shoe Company, St. Louis, Mo. 
New York Office: Room 914, Marbridge Bldg., 47 W. 34th St. 


FTEANATIOGAT] emi he i 


| FOR THE AMERICAN FAMILY 




















Step Ahead in ‘58 with the 
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textile for footwear: 


crack, harden, wrinkle or curl .. . 
absorbs perspiration. 











PELLON is the ideal inner-construction 


]. SOFT RESILIENT INNERSOLE . .. will not 
it 


Zz DOUBLER — PLUMPER — BACKING... 


Pellon has the same random fiber pat- 
tern as leather... reduces pipeyness.. . 
adds depth to all leather and shoe fabrics. 


thanks to isoelastic quality of Pellon. 
Pellon conforms perfectly to the last. 
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PELLON CORP. 
Empire State Bldg., New Yerk 1, N.Y. 


Shoe Sales Division: 


IRVING J. FIFE & CO. 


432 4th Avenue, New York, N.Y. 
<a 


aA Informative little consumer 
one booklet, “There's Pellon Inside, 
available for insertion in 
‘ 


your shoe boxes. 


there was a young woman 
who “lived” in a shoe 
she found it so soft 
yet shape-holding too, 
wherever she went 
she'd walk, not ride, 
the secret, my friends... 


there's 


PELLON 


inside! 


©Pellon, registered trademark of the Pellon Corp 
l’roduced & manufactured under patents exclusively by Pellon Corp 
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SUEDE 


for AUTUMN 
means more than 
BLACK and BROWN 


To vast numbers of women, as retailers 
have found out, a dressy Fall shoe 
means a suede style. 


TAN-ART suede in rich browns and 
black will be in volume use next sea- 
son. Increasing favor also is noted for 
blues that show up colorfully in any 
light... FLIGHT, EYE-SHADOW, 
and CORSAIR, the true Navy. 








Other suede colors for high-style shoes 
are DAMASK ROSE and MOSS 
GREEN. All of these have sales 
strength. 


SUEDE KID TAN-ART CO., INC. division of G. LEVOR & CO., INC. 
Gloversville, N. Y. Tanners since 1876 
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Make your date with 


Fall-Winter ‘58 


BEAU-TIES: infants thru growing girls 
BEAU-TEENS: teen-age flats 


In tune with the times . . . and timed for profitable 
fall selling. See the new BEAU-TIES and BEAU- 
TEENS at Sheraton McAlpin Hotel, New York, 
May 4-8, Rooms 571-573. Also showings in At- 
lanta, Dallas, Los Angeles and all regional shows. 


ROCKINGHAM 


SHOE COMPANY 


Newmarket, New Hampshire 
St. Louis Sales Office: 503 North 12th, St. Louis, Mo. 
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Everybody loves that 


Airfoo 


manufacturers do 


—because AirFooT is the first and fore- 
most foam rubber cushioning designed 
specifically for footwear, specifically to 
lick shop probiems and help produce a 
more salable product. 


wearers do 


—because AirFooT cushioned footwear can 
be smart as any they’ve ever known—yet 
vastly more comfortable, from first to last. 


“‘tetailers do 


— because AlrFOoT gives them a great selling 
name to work with—the height of try-on comfort 
—and purchaser-enthusiasm that lasts right into 
the next purchase. 


ee OO 


and Airfoot has never let anyone do 





AIRFOOT doesn't crumple, Greater density and superior 
crumble, lump up or bog comeback ratio allows thinner 
down—so can replace conven- AIRFOOT insole applications. 
tional sole fillers in same space. Full comfort without bulk 





MAKE FULL USE OF 
AIRFOOT ADVANTAGES: 
LIGHTER-FOR-DENSITY—yet thinnest layer stands up! 
CONTROLLED AERATION — “breathes” without form- 

ing weak spots. 

UNVARYING SUPPORT—instant comeback for life of 
shoe! 

PROVED QUALITY-—years in development, years in use. 
NOTE TO SHOE MANUFACTURERS: For samples and 
application information, contact: Goodyear, Foam 








Products Division, Akron 16, Ohio. 
(i Sox 


» GOODFVEAR 


WORLD'S FIRST, FOREMOST AND FINEST FOAM RUBBER CUSHIONING DESIGNE SPECIFICALLY FOR FOOTWEAR 


Airfoot—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Watch ‘‘Goodyear Theater’’ on TV—every other Monday 4:30 P.M., E.S.T. 
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AB 
RAHAM ¢ STRAUSS, BROOKLYN HUTZLER BROS. BALTIMORE 


CONRAD & CHANDLER BOSTON H. & S. POGUE, CINCINNATI 
DENHOM & Mckay WORCESTER SS 

LANSBURG'S, WASHINGTON, D. C 
ELDER & JOHNSTON, DAYTON 


FONTIUS SHOE, DENVER MILLER & RHODES, RICHMOND 
GIMBEL’S, NEW YORK SHARTENBERG'S, NEW HAVEN 


GIMBEL’S PHILADELP 
| 0 SAY & CURR, ROCHESTER 
THE JOSEPH HORNE CO., PITTSBURGH SIBLEY, LIND 


THE WHITE HOUSE, SAN FRANCISCO AUBERT STEIGER, SPRINGFIELD 


FOOTWEAR 


the complete line that has more PULLING POWER 


A complete line of women’s shoes that “smart merchandiser” stores promote 
effectively and profitably — to pull in business from teen agers, young career 
women, young marrieds, matrons, grandmothers — everyone! 


Nationally advertised in Vogue, Glamour, $99 $ 99 ; 
Charm, Mademoiselle and Seventeen 6 to 10 retail 


Cotillion Footwear, 288 A St., Boston, Mass. 
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Feature Attractions of a 
Great New Plastic Line... 







All-new 
De Lites and 


Catcades 


Here comes Tyron! ... With new 














features, new colors and new, original styling. 






Tyron boots, gaiters and rubbers include styles 






for every member of the family. Top- quality 






Tyron plastic will not chip or crack — 












even in sub-zero weather! 






Tyron Cascades and Tyron DeLites feature 
ultra-smart styling, attractive durable 






hardware and anti-slip soles. 






Cascades have moderately 






pointed toes to accommodate 






all shoe styles. The Tyron 






' line is coming your way soon! | 
- « f 





Tyron DeLites 





» 







> 





HIGH CUBAN 
16,8 to 19/8 








, 







~ CUBAN 
. ’ 13 8te 15,8 














> 







EXTRA HIGH 


19 8 to 23.8 






FLAT 
18 t0 8/8 


MEDIUM 


13 $to 18.8 


TY E RR Company 


ANDOVER, MASSACHUSE 





Tyron Cascades 














TYER RUBBER COMPANY, Andover, Massachusetts, U.S.A, 


Gentlemen: Please send me complete information on the new TY RON line. 





NAME ADDRESS.._. 7 a ieinchentapastinnins . a 
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Fashion’s gone soft on 
Karak Crepe — Avon’s ex- 
citing ribbed crepe soling 
that gives your shoe a new 
berth in fashion .. . that 
makes a bright new talking 
point, a mighty new selling 
point for successful pro- 
motion. Wonderfully flex- 
ible, blissfully light, water- 
proof and remarkably 
durable in fashion-right 


colors, Karak Crepe is the 


sole that makes a shoe a 
fashion — and Avon origi- 
nated it! 
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Hon HM Mes... 


: fuse Wi leM nos 


AVON SOLE COMPANY 
Avon, Massachusetts 
Manufacturer of HIGHEST QUALITY SOLES for 47 years. 
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From crib through college—without switching stores 


Consider this. In all too many instances, children 
switch from one shoe brand to another as they go 
from one age level to another. 

Each time they do, there is always the chance that 
they may switch stores also—and you may lose a 
valuable, carefully built-up customer. 


How Yankee retailers avoid this costly danger: 
They carry one brand, Yankee Shoes, for infants, 
children, misses, youths, teens and even larger. 
One brand — from baby’s first crawlers to the col- 
lege gal’s plush hook shoe with corrugated soles or 
the varsity man’s dirty bucks with black crepe soles. 
One brand — for Goodyear welts, for Littleways, 
for cements. 


One brand — always in stock, thanks to Yankee 
24-hour service. 


One brand — nationally advertised, locally pro- 
moted, profitably sold everywhere. 


Think how much this one brand means to you: 

As much as 70 pairs of Yankees per customer! 
As much as $600 per customer! More loyal custom- 
ers — more profitable ones. Less brand switching — 
fewer lost customers. Makes good sense — good 
business too! 

Agree? Then see the exciting new Fall lines of 
Little Yankees, Yankees and Debuteens by Yankee. 
Get in touch with The Yankee Shoemakers, division 
of Sam Smith Shoe Corp., Newmarket, N. H. 


Yankee Shoes 
fit for the child you love 








PRE-SOLD IN THE COUNTRY’S MOST POPULAR MAGAZINES... 





DAY EVENING POST: LIFE: LADIES’ HOME JOURNAL + GOOD HOUSE 
PERIENCE + TRUE LO 
G+» SEVENTEEN: S 


TRUE ROMANCE - MADEMOISELLSG 


oe 


* LADIES’ HOME JOURNAL © 


"RUE STORY * TRUE LOVE ST 
OME JOURNAL: GOOD HOUS# 


10) a > 4-1-4-1) 4 (ol ng -1 0) = 

JSEKEEPING - SEVENTEENS 

- TRUE ROMANCE - PHC 9 o & 
* LADIES’ HOME JOURNAL Ci 

NSELLE - TRUE EXPERLZ 
cfofe}p) HOUSEREEPIY// 
STORIES - TRUE : 

IFE- LADIES’ HON / 

MOISELLE - TRUXG@ 

AL: GOOD HOUS! © 

VE STORIES: T 

DAY EVENING P 

TRUE ROMANCE 

= + LADIES’ HOME 

TRUE STORY ‘7 

ADIES' HOME JC 


YOU Pi 


as easi 
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ee EXPO ec LADIE 
“HOUSEKEEPING » SEVENTEEN: TR 
_.£ LOVE STORIES + PHOTOPLAY 
>. + SATURDAY EVENING POST 
PLAY - TRUE EXPERIENCE -: 
‘ISEKEEPING - SEVENTEEN > 
‘VE STORIES * PHOTOPL 

“JRDAY EVENING PO 
TRUE EXPERIENCE 

NAL + GOOD HOUS 

TENCE + TRUE LO 
* SEVENTEEN: S 
ANCE +» PHOTOPL 

UVENTEEN: TRU 


PROFITS! 


icks up a pair... 


for women, misses eat children 


RAYNLITE® is a product of the Cambridge Rubber Co., Cambridge, Mass. 
HOTEL NEW YORKER - ROOM 629-630 








COPR. 1958 THOMAS TAYLOR & SONS 


SO NEE a a ae 


A Ss TAY L Oo R & Ss oO N Ss Hudson, Massachusetts 


THO 
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—KRetailing’s 
Alice K. Leopold, assistant to the Secretary of 
Labor for Women’s Affairs, U. S. Department 


of Labor. She indicated: 


oe FUTURE 


vag V Nt 


role in the future was outlined by 


—*Retailing is—and will continue to be—a busi- 
ness of great vitality, concerned with and af- 
fected by each of the 193 million persons we 
expect in our population of the relatively near 


future. 


“Retailers will serve the young, the middle- 
aged, and those of advancing years. 


And be- 


cause retailers have kept pace with the chang- 


ing population, they will serve them wherever 


they live 





in the cities but also in the suburbs, 
perhaps in the giant shopping centers which 
are becoming part of the American scene. 


“Retailers wi!l provide the growing American 
public with products and services which today 


are unknown. 


They will develop in the mer- 


chandising of these new products and the pro- 
vision of the special services which will ac- 
company them—a new technology, one which 
will contribute to the happiness and well-being 
of every family in the land. 


—*Lastly, retailers will be the employers of hun- 
dreds of thousands of persons. These, like the 
customers, will be both young and old—though 
a certain accent may be on maturity. Workers 
will be well-trained because employers know 
the value of a skilled work force and its impor- 
tance in keeping America strong and progres- 


sive. 


—In short, retailing will be a leader on the 


American scene. . 


. a business determined to 


go forward and to earn its keep in every Amer- 


ican town, city and suburb. 


Retailing will be 


the heart of America—a warm, generous, pub- 
lic-spirited heart which serves one and all 


oe ben: 


alike.” 
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BRISTOL BOARD 
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Immediate Delivery on 


The CORKER 









ty Bris tol 






ounces light! in new shades 


SAND and vibrant RED 




















New Karak rippled crepe sole. 
The shoe that knows no season. 
Promote for sports, travel and vacation. 






In all SAND 
Style 0520 


In all RED 
Style 0320 






ONLY IN JILLS can you get 
ALL these widths and sizes at $420 







AAA _ Sizes 6 to 10 
AA&A Sizes 5 to 10 
B Sizes 4% to 10 
C Sizes 4to9 







Order now for immediate delivery 


BRISTOL SHOE CORP. 
MONETT, MO. 






























Delivery from stock 
starting April 25 


Style, you’ll be mighty glad you sell 


MODERN AGE 


ba 


* a 
saookies 


os 


2156: GREY NU-BUCK (Tapered Toe) 

2153: WHITE NU-BUCK (Tapered Toe) 

2157: BLACK SPLIT (Tapered Toe) 

(Black Ribbed Avon Cush-N-Crepe Soles and Heels) 
2155: TAN NU-BUCK (Tapered Toe) 

(Brown Ribbed Avon Cush-N-Crepe Soles and Heels) 
BtoD ; 1214 to 4 
Lightweight Cement 
Price: $4.40 


be ee om a4 





Terms 5%—30 Days F.0.B., Reading, Pa. 


READING, PA. 


wExtra Support ' — Play-wear 

by Pro-tek-tiv | shoes by Pro-tek-tiv 
L 
1 


Pro tek: tiv” 


! 
the finest : 
children’s shoes! 
! 
' 
! 









When you see how many teen-agers want this hot new 


Write for our new Spring catalog. 


Curtis -Stephens:-Embry Co. 


FINE QUALITY CHILDREN’S SHOES SINCE 1882 A is 
- 












7156: GREY NU-BUCK 

7153: WHITE NU-BUCK 

7157: BLACK SPLIT 

(Black Ribbed Avon Cush-N-Crepe Soles and Heels) 
7155: TAN NU-BUCK 

(Brown Ribbed Avon Cush-N-Crepe Soles and Heels) 


ee eee 5 to9 
AtoB ae .4to9 
Stee ; or 4to8 
Lightweight Cement 
Price: $4.75 














EMBED 






© é 
€mMeEN* 





mopeRn AGE? 


for every age and Official 
Girl Scout and 
Brownie Scout Shoes 













UAC 


hed mm F- Ven san, Ea oe Motes eg ifek 7 walled, | 


BOSTON, MASSACHUSETTS 
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COMFORT. _— 2 major selling points... 
combined in 1 shoe! 


Step comfort brings them back! 


Any of a score of America’s most 
style-wise shoe manufacturers could 
have made the handsome wingtip 
you see above. But this one is dif- 
ferent: it was made over that famous 
Guide-Step last. 


This shoe is a Johnsonian Guide- 
Step, and like every other shoe in 
this complete line, it combines flaw- 
less styling and wonderfully com- 


fortable fit. The secret is in Guide- 
Step lasts, developed during 30 years 
of research involving hundreds of 
thousands of foot measurements on 
feet in action. These lasts mean 
comfort. 


Think what this means to you in 
terms of increased business: John- 
sonian Guide-Step style brings men 
into your store, Johnsonian Guide- 


Like to learn more about these fast- 
moving, nationally advertised shoes? 
Drop us a line for further informa- 
tion, or a visit from one of our repre- 
sentatives if you wish. Remember: 
style and comfort, in one line of shoes! 


Priced to retail profitably at 9,95 to 12.95 


Nationally advertised in LIFE, SATURDAY EVENING POST, LOOK, 


ARGOSY, AMERICAN LEGION, and FARM JOURNAL 


A PRODUCT OF MENDICOTT JOHNSON 
5 OQ 


GUIDE-STEP 


ENDICOTT JOHNSON CORPORATION, ENDICOTT 1, N. Y., ST. LOUIS 2, MO., NEW YORK 13, N. Y. 
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Editorial Outlook 








HOE men will be watching with interest a promo- 

tional and merchandising test campaign which 

NSMA will conduct within the next three months. 
The test will be made in three cities, to determine the 
most effective methods of promoting men’s lightweight 
summer shoe volume at sustained markup and without 
clearance sales. 


NSMA has deliberately picked a tough assignment in 
its selection of men’s summer shoes. This category is the 
Achille’s heel of the shoe business. The approach, which 
NSMA has taken to the problem, the plan and the tech- 
niques which it will employ, are refreshingly direct and 
simple. So much so that one wonders why they have not 
been thought of before. 

In essence, the plan is a controlled test campaign, a low 
cost pilot operation, from which it is expected important 
basic data will be developed. This data will be most 
valuable in planning larger projected future operations. 


Logical Guinea Pig 

NSMA reasons that because men’s dress shoes offer the 
greatest possibilities for increased volume, they are the 
logical guinea pig for this test. Males fourteen years and 
older comprise 35 per cent of our population. But men’s 
dress styles contribute only 16.4 per cent to annual shoe 
volume. Although summer selling months represent 30 
per cent of the calendar year, men’s shoe styles suitable 
for summer wear produce only 12.5 per cent of dress shoe 
volume. Then there is the important consideration that 
lightweight summer types, because of their limited use 
cycle, approach most closely the industry’s ideal of “extra 
pair” shoes. Summer shoes are particularly vulnerable to 
clarance sale pressures too. 

The three cities which NSMA has selected are ideally 
suited to the test. Indianapolis, Syracuse and Omaha are 
in the north temperate zone with several months of warm 
weather during which lightweight shoes are desirable. 
All are self-contained, not influenced by the buying 
habits of larger neighboring cities. All have an adequate 
number of men’s shoe stores, a hard core of enterprising 
cooperative dealers and the strong newspapers necessary 
to support such a campaign. 

For the test, NSMA has evolved two promotional ap- 
proaches. The first is an “Individual Theme,” the second. 
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Scientific Approach 


an “Industry Theme.” Retailers in Syracuse and Indian- 
apolis will be provided with merchandising and adver- 
tising kits using the industry theme, “Start your SUM- 
MER COMFORT With The New In LIGHTWEIGHT 
SHOES.” Retailers in Omaha will follow a “business as 
usual” pattern with merchants being left to their own 
individual promotional devices. Cooperating merchants 
in the three cities, however, will all keep detailed records 
of daily sales in several categories during the three-week 
lest period. 

The “industry theme” has been developed into a com- 
plete merchandising and advertising kit. It is the work 
of a group of top-flight creative advertising talent, and 
embodies recommendations made by Dr. Ernest Dichter 
in a study, “Why Men Buy Shoes,” 
National Shoe Institute several years ago. 
a counter card, a mat service, and an identifying sym- 


prepared for the 
It comprises 


bol for participating merchants, a unique “pitch” card 
for use by shoe fitters and spot radio commercials. 
Merchants will keep daily records, for the three months 
lest period, on sales of lightweight styles, conventional 
summer weights, rubber and canvas and year ‘round 
weight styles. Records will be kept both of numbers of 


pairs and retail value. 


When Results Are Tabulated 


When final results have been tabulated sales will be 
compared with last year’s figures, in categories where 
such figures are available. They will be checked against 
estimated °58 total shoe sales to determine what _per- 
centage of all shoe and men’s dress shoe volume, light- 
weights contributed during the test period. 

The results in Indianapolis and Syracuse, in which the 
“industry theme” will be used, then will be evaluated in 
relation to the figures from Omaha, where merchants will 
use the “individual theme.” 

By isolating one category, summer lightweight shoes, 
the closest scrutiny of its sales performance will be 
possible. 

Regardless of what weather and business conditions we 
may experience in May, June and July or whether an 
actual increase or decrease in sales results, this comparison 
should provide some of the answers to the question, “Is 
planned, citywide, cooperative promotion worthwhile?” 


[CONTINUED ON PAGE 101] 
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Pinchos 


ASKS 


“WHY DID WE INCREASE OUR 


BUSINESS IN THE FIRST 
QUARTER OF 1958?" 


HERE'S YOUR ANSWER: MEDWED 
STILL DELIVERS THE BEST MOCCASINS AND CASUALS 
FOR THE MONEY IN THE U.S.A. 





SEE US AT PPSSA 


HOTEL NEW YORKER 
ROOMS 923-924 











MEDWED FOOTWEAR CO. 


FACTORIES: SKOWHEGAN, MAINE, AND MADISON, MAINE. type last 
BOSTON OFFICE, 179 LINCOLN STREET. 
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CONVERSE 


IN 
WATERPROOF FOOTWEAR-— 


50 years of quality leadership 


2 PPSSA HOTEL, NEW YORKER 
g v SHOW ROOM 1429 
A. 0) 
YBAR 














RIBBED 
BILTRITE NURON-CREPE SOLES & SHEETS 


i CELLULAR soles that are a boon to the creative shoe 








merchandiser! Biltrite Nuron-Crepe — the world's largest- 
selling cushion sole — in a striking new ribbed design. 
In the latest fashion-right colors, it's a sole that gives 
shoes that continental look that sells. Super-comfort, too! 
Give your shoes fresh new styling — with smart new 


Ribbed Biltrite Nuron-Crepe Soles. 





1908-1958... 50 YEARS OF GROWTH AND PROGRESS 


























BILTRITE GUM-TRED SOLES & SHEETS 


Still another great fashion sole from Biltrite! Ribbed 
Biltrite Gum-Tred Soles in the wanted colors, including an 
exceptionally beautiful group of the new TRANSLUCENTS 
. . . the newest note in smart continental styling. Ribbed 
Biltrite Gum-Tred Soles, with all their extreme lightness 
and superb comfort, give extra long wear too! Biltrite 


Gum-Tred Soles are also available in crinkled design. 


Printed in U. S, A, 





FROM THE WORLD’S 


LARGEST PRODUCER OF 
SHOE SOLING MATERIALS 


aoe BILTRITE 


HEELS AND SOLES 


AMERICAN BILTRITE RUBBER CO. 
CHELSEA 50, MASS. 


Warehouses: 4464 District Blvd., Los Angeles—1010 Gratiot St., St. Louis 
in Canada: American Biltrite Rubber Co. (Canada) Ltd., Sherbrooke, Que. 
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Leisure 


SHOES: The “Concho” 
Hamilton Shoe Company 
St. Louis 3, Missouri 


When looking ahead to leisure...look to ““The Concho”’! 


For here is a most carefree shoe... styled by Penaljo 


..and featuring Rueping’s full grain, butter-soft MANITOU leather. 


Write today for samples of MANITOU...the leather 


so wonderfully suited to leisure-type footwear. 


UG 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 


FINE LEATHER FOR FINE SHOES 








Editor to Talk at Ohio 
Shoe Fair, May 4-6 


COLUMBUS, O. — William A. 
Rossi, field editor of the BooT AND 
SHOE RECORDER, will address the 
opening meeting of shoe travelers 
and retailers at the Ohio Shoe Fair 
in Deshler Hilton Hotel, here, May 
4-6, 

William C. Short, of Edwards 
Shoe Company, chairman of plans 
for the annual fall show, said re- 
tailers from throughout Ohio were 
invited to attend the free breakfast 
at which Mr. Rossi will appear. The 
topic is “Training of Shoe Sales 
Personnel.” 

A “peep room” in the lobby is 
being continued. This popular fea- 
ture permits each traveler to dis- 
piay the newest footwear in his line 
alongside all other exhibitors. 

The sponsoring Ohio Shoe Trav- 
elers Club, 12 North Third St., said 
it is offering a week’s vacation for 
two at Cape Cod, Mass., as a regis- 
tration prize to travelers. Its effect 
was noticed in the most early regis- 
trations the club has ever received. 

The more than 100 prospective 
exhibitors reported that retailers 
were expressing greater interest 
than ever before. 

Mr. Short is being assisted in 
plans for presenting the fall lines 
by club President Clyde F. Logan 
of Tweedie Footwear, Harry Teet- 
sel of Fashion Craft, Robert Dowl- 
ing of Brown Shoe Company’s Air- 
Step Division, and Ben Tolpen of 
Heel Huggers. 


New York Shoe Travelers 
Sets Market Week, May 4-8 


NEW YORK—The Boot and Shoe 
Travelers Association of New York 
will hold its semi-annual New York 
Market Week, May 4 through 8. As 
in past years, the show will be pre- 
sented simultaneously with the Pop- 
ular Price Shoe Show of America. 

The 400 members of the associa- 
tion will display their new fall lines 
in their permanent showrooms in the 
Marbridge Building, the Empire 
State Building, 1 West 34th St. and 
112 West 34th St., as well as the 
Sheraton-McAlpin. 

These members actively service 
retailers of Greater New York with- 
in a 50-mile radius. They are ex- 


pecting good attendance and traffic 
at the show. 
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Shoe Stores Cited in Brand Names Contest 





Representatives of winning shoe stores in the Brand Names Foundation's annual 
Retailer-of-the-Year competition display their awards, presented at banquet 
in New York's Waldorf-Astoria, April 16. C. E. Bartholomew, left, president of 
Wade Brothers, Inc., Jamestown, N. Y., received top award, a bronze plaque, for 
presenting the message and products of national advertisers to the public in 1957. 
Gaining certificates of distinction were Stanley Sajdak, Stan's Bootery, Milwaukee; 
Ernest W. Cardinal, Cardinal's, Corpus Christi, Tex., and Stanford H. Sholem, 
Sholem's in Champaign, at Champaign, Ill. Not represented is another certificate 
winner, J. L. Corbaley & Son, Inc., Omaha, Neb. Some 134 firms in 25 retailing 
categories were honored. 



























Staff of Wade Brothers, Inc., top Shoe Retailer in Brand Names Competition, 

smiles as owner C. E. Bartholomew, right, spreads the glad news. Seated, from 

left, are Loretta Sandbloom, Richard Spitz and Hilda Parnell. Standing: David 
Gustavson, Kenneth Velte and Kervin Gilson. 


JAMESTOWN, N. Y.—Birthday 
cards and toys for child customers 
... plus follow-up gift shoelaces for 
the men about a month after they 
buy shoes. 

These are some of the promotional 
practices which carried Wade Broth- 
ers, Inc., here, to first place among 
shoe stores in the Brand Names 
Foundation’s Retailer-of-the- Year 
Competition. 





The firm advertises through news- 
papers, radio and direct mail (about 
100,000 pieces last year), as well as 
interior and window display photo- 
graphs. But its “personal contact” 
program was a highlight of its en- 
try in the competition, which at- 
tracted thousands of entries. 

Card announcements of 
style shoes for women, and teenage 

[CONTINUED ON NEXT PAGE] 


sales, 
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Revolution in Shoe Technology Predicted 





Recorder Editor Tells Canada Parley There Are ‘More New Ideas’ 
Than Ever Before; He Says the Industry Is on ‘Shakedown Cruise’ 


KITCHENER, ONTARIO—In the 
next five to seven years, the shoe 
industry can expect more drastic 
and more numerous advances in its 
technology than have taken place 
in the past 30 years, according to 
William A. Rossi, field editor of the 
BooT AND SHOE RECORDER. 

He was the featured speaker at a 
banquet at the annual convention 
of the North American Shoe Super- 
intendents’, Foremen’s and Allied 
Trades Association, April 26. 

“There are more new ideas, prod- 
ucts and methods currently cook- 
ing on the shoe industry griddle 
than we’ve ever before had in proc- 
ess at one time,” said Mr. Rossi. 
“Some of these are now ready for 
all-out launching, while many 
others will be ready shortly. The 
two principal driving forces behind 


this technological revolution: in- 
tensifying competition that de- 
mands feeding of new ideas and 


products; and a deep need to cut 
costs and widen profit margins.” 

The speaker said the shoe indus- 
try is becoming increasingly con- 
scious of the heavy costs involved 
in the 150 to 200 different opera- 
tions required to make a shoe. As 
a result, there is rapidly expanding 
interest in vulcanized footwear, 
wherein anywhere from 30 to 40 
operations and 10 to 15 components 
are eliminated. Injection molding 
has caught the interest of many 
firms, and we can expect to s: the 
all-plastic shoe (two pairs a minute 
requiring only three to five opera- 
tions) with us shortly. 

Mr. Rossi said that part of the 
“technological revolution” will 
show up in the end product as well 
as in methods and products used 
to make shoes. “We can expect some 
drastic changes in the types of 
shoes we make and wear—and some 
of these will come into the picture 
suddenly.” Rossi cited as an exam- 
ple the canvas-rubber footwear 
which came in abruptly 10 years 
ago and today accounts for some 
60 million pairs. He also cited the 
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abrupt but tremendous influence of 
Italian styling and construction in 
the men’s field. 

Six days earlier, Mr. Rossi ad- 
dressed 175 executives, sales and 
supervisory personnel of the Wol- 
verine Shoe and Tanning Corpora- 
tion at Rockford, Mich. 

Although the shoe industry is 
“all shook up” about the recent and 
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WILLIAM A. ROSSI 


current recession, he told them, far 
more important is the long-term 
“shakedown cruise” facing the in- 
dustry over the next few years. For 
many, it will mean extinction, but 
for those who survive it will mean 
the most prosperous era in the his- 
tory of shoe business. 

He said that in 1946 there were 
1,400 shoe manufacturing firms, as 
compared with approximately 900 
today, and an estimated 750 or less 
by 1965. Over the past decade, 
while the number of shoe manufac- 
turing firms has declined by 36 per 
cent, shoe output has risen 23 per 
cent, and retail dollar shoe sales 
have almost doubled, exclusive of 
rubber footwear. 

This pattern of more-divided- 
among-fewer can be expected to 
continue, Mr. Rossi said, and this 
trend should be highly significant 
to all branches of the shoe indus- 
try, particularly to retailers and 
manufacturers. 

“In the past decade there has 
been a real competitive shake-out 





of manufacturers—a weeding out 
of the boys from the men. This will 
be even more intense in the years 
ahead.” 

Shoe retailers will be on the same 
“shakedown cruise” in the years 
ahead as they have been over the 
past seven-year period, Mr. Rossi 
predicted. While the number of 
shoe retailers has risen from ap- 
proximately 20,000 in 1948 to 24,000 
today, an increasingly greater 
share of the volume is going to a 
smaller number of retailers or re- 
tail organizations. In addition, a 
very substantial share of the in- 
crease in number of shoe stores has 
been due to the expansion programs 
of the shoe chains, the editor said. 

“The trend in shoe business is 
clear,” Mr. Rossi declared. ‘“Be- 
cause the survivors are of tougher 
competitive fiber, of big-league cali- 
bre, there’ll be little chance for 
those who think and operate in 
bush-league fashion in this busi- 
ness—except to take what’s left 
over on the fringes of shoe busi- 
ness. The stakes are big and lucra- 
tive.... The job of every manufac- 
turer and retailer today is to make 
determined plan and effort to be 
among the survivors who will share 
in this prosperous future.” 





Shoe Stores Receive Honors 
In Brand Names Competition 
[CONTINUED FROM PAGE 25] 


style displays at local “teen hops” 
are part of the store’s program. In 
its advertising the store emphasizes 
a long-standing slogan, “You’ll Never 
Regret Buying Quality.” 

A year ago the shop was a run- 
ner-up in the brand competition. 

Founded in 1912 and established 
at its present location since 1926, 
Wade Brothers came under the pres- 
ent ownership three years ago. A 
former Jamestown resident who was 
returning from Pittsburgh, owner 
C. E. Bartholomew found his per- 
sonal contacts in the community were 
a major factor in the rise of the store. 

The store stocks these brands: I. 
Miller, Millerkins, DeLiso Debs, 
Footsavers, Johansen, Florsheim 
(men and women), Old Main Trot- 
ters, Smash Hits, Laird & Shober, 
Colella, D. Antanelli, Golo, Went- 
worth, Weatherbird, Child Life, 
Buntees, Daniel Green, Evans, Coach 
& Four and Pussyfoots. 
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250 Idle at International Shoe; 


Warehouse Layoffs Seasonal 


ST. LOUIS — International Shoe 
Company has laid off some 250 em- 
ployees in its three St. Louis ware- 
houses, it was announced by James 
Lee Johnson, vice-president in 
charge of industrial and public re- 
lations. The layoffs are reported as 
seasonal. 

Customers have received all of 
their shoes for spring and orders 
are not yet being shipped for new 
fall and winter lines. During this 
seasonal changeover, some ware- 
house employees are working four 
days a week. 

As part of International’s ware- 
house consolidation program begun 
last summer, it was necessary to 
use an additional warehouse build- 
ing. A large number of addi- 
tional employees were needed dur- 
ing this transition period, changing 
from four warehouses to three. 

In the warehouse consolidation 
program, which aimed at more effi- 
cient service to customers, the com- 
pany last fall opened regional ware- 
houses in Atlanta, Ga., and Man- 
chester, N. H. Shoes for customers 
in these areas are shipped from 
these points instead of St. Louis. 


February Shoe Output Down 
5 Pet. from 1957, U. S. Says 


WASHINGTON, D. C.—Footwear 
production for February of 48.9 
million pairs was five per cent be- 
low the total for February, 1957, 
and eight per cent below the Janu- 
ary, 1958 figure, according to esti- 
mates released by the Bureau of 
the Census. 

With 1947-49 production taken as 
equal to 100, for index purposes, 
February output this year stood at 
1909 compared to 118 for the previ- 
ous month. Some 51.3 million pairs 
were produced in February, 1957, 
and 53 million in January, 1958. 


50 Years of ‘Doing Business’ 


NEW YORK—tThe J. C. Penney 
Company, national chain store firm, 
cites its 50-year business relation- 
ship with International Shoe Com- 
pany in Penney’s newly published 
annual report. Recently, the report 
notes, International presented to 
Penney’s a bronze plaque marking a 
half century of doing business to- 
gether. 
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NSMA Accounting Clinic to Emphasize Cost Control 


NEW YORK—“For Better Cost 
Control” will be the theme of the 
1958 Accounting and Office Manage- 
ment Clinic, to be sponsored by the 
National Shoe Manufacturers Asso- 
ciation in the Biltmore Hotel, here, 
May 22-23. 

L. K. Oliphant, chairman of the 
clinic and treasurer of the Common- 
wealth Shoe & Leather Company, 
said the clinic “affords an oppor- 
tunity for accountants among 
NSMA members to assemble and 
exchange ideas and learn how other 
shoe manufacturers handle similar 
accounting and cost problems.” 

According to Mr. Oliphant, new- 
est developments in accounting and 
cost control will be discussed. This 
will be the one major accounting 
clinic in 1958, he said. Last year 
one was held in the East and an- 
other in the West. 

Among the chairmen of the va- 
rious Clinic sessions will be: Ray 
Abrahamson, auditor, Knapp Broth- 
ers Shoe Manufacturing Company; 
D. R. Spears, comptroller, Common- 
wealth Shoe and Leather Company; 
B. H. Semler, vice-president and 
comptroller, Freeman Shoe Corpo- 
ration; Shields Hauhart, assistant 
to the comptroller, International 
Shoe Company; W. B. Brown, man- 





Yankee Shoemakers Reduces 
Prices to Combat Recession 


NEWMARKET, N. H.—As an anti-reces- 
sion measure, the Yankee Shoemakers di- 
vision of Sam Smith Shoe Corporation, 
has slashed prices 50 cents a pair at 
retail, 

Sam Smith, president, said the reduc- 
tion resulted from "President Eisenhow- 
er's advice to industry to give the cus- 
tomer a greater incentive to buy.” 

The company manufactures Little 
Yankee infants’, boys’, girls’, misses’ and 
young men's shoes in the medium-priced 
field. Officials said the price cut affects 
department and shoe stores throughout 
the country which carry the Little 
Yankee franchised brand. The shoes re- 
tail at $5.95 to $10.95. 

According to Mr. Smith, the price cut 
applies to about 85 per cent of Yankee 
volume. He said the reduction was made 
in spite of increased labor costs and 
the “fairly firm" cost of materials. 

“Increased efficiency in manufacturing 
and distribution will have to pay for 
this," he said, “because nothing is com- 
ing out of the shoes.” 

Mr. Smith said his firm had led in cut- 
ting prices once before in response fo 
an anti-inflation plea from former Presi- 
dent Truman. 


L. K. OLIPHANT 


ager of electronics, systems and 
procedures, General Shoe Corpora- 
tion; A. J. Romero, vice-president 
and treasurer, Kushins, Inc., and 
L. J. Allen, personnel manager, 
Brown Shoe Company. 

At Mr. Abrahamson’s session, W. 
Maxey Jarman, chairman of the 
board of General Shoe Corporation, 
and Abraham Weinman, vice-presi- 
dent of Five Star Shoe Company, 
will represent management on a 
panel discussing financial reports. 
Representing those who prepare re- 
ports or plan them will be A. B. 
McIntyre, treasurer of John E. Lucey 
Company, and another person yet to 
be named. 

Moderator will be Robert C. 
Mitchell, consultant to NSMA’s Ac- 
counting Committee. 


Hartnett Tanning Workers 
Reject Union Membership 


AYER, MASS. — The Leather 
Workers International Union of 
America, AFL-CIO, has been de- 
feated in an attempt to establish 
itself as the representative of Hart- 
nett Tanning Company employees, 
here. At a National Labor Rela- 
tions Board election, employees 
voted 280-31 not to join the union. 

Following the election, Edwin B. 
Coltin, treasurer and personnel 
manager, said the company was 
“naturally gratified at this vote of 
confidence in our record of 13 years’ 
steady employment and a nationally 
hailed profit-sharing plan, under 
which there have been 25 consecu- 
tive semi-annual distributions of 
profits in the 13-year existence of 
the plan.” 
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210 Associates to Hold Banquet May 6 in New York 


BOSTON—Robert Goldstein, 
treasurer of the Plymouth Shoe 
Company, Middleboro, Mass., heads 
the entertainment committee for 
the 26th annual banquet of The 210 
Associates, to be held May 6 at 
New York’s Waldorf-Astoria. 

Albert D. Aronson, president of 
the national philanthropic founda- 
tion, said Mr. Goldstein will be as- 
sisted by James Selva, president of 
Selva & Sons, New York. 

A feature of the banquet will be 
the presentation of the 10th annual 
award of the T. Kenyon Holly Me- 
morial Plaque, given to a member 
of the shoe, leather or allied trades 
who has exemplified the Associates’ 
spirit by his contributions to civic 
and charitable groups in his com- 
munity. 

Past recipients have included 
Lawrence Sheppard, Hanover Shoe 
Company; Julius G. Schnitzer, U. S. 
Department of Commerce; A. W. 
Berkowitz, president of Bourque 
Shoe Company; Everit B. Terhune, 
Sr., publisher of the BooT AND SHOE 
RECORDER; J. F. McElwain, founder 
of the J. F. McElwain Company; 
David Wohl, founder of the Wohl 
Shoe Company; Louis H. Salvage, 
Louis H. Salvage Shoe Company; 
Harry J. Wood, Randolph Manufac- 
turing Company, and James T. 
Gormley, president of the Day- 
Gormley Leather Company. 


Women’s Shoes Led Apparel 
In Pre-Easter Advertising 

NEW YORK—Women’s shoes re- 
ceived more pre-Easter promotion 
than any other apparel item, ac- 
cording to George Neustadt, Inc., 
New York advertising reporting 
service. Newspaper advertising lin- 
age totals for March show women’s 
shoes leading dresses for the first 
time this year. 

Shoe ad linage, as measured by 
Neustadt, in nine cities increased 
10 per cent for a total of 144 mil- 
lion lines. Dresses, which usually 
receive heaviest apparel promotion, 
declined three per cent. Handbag 
linage rose 12 per cent. Hosiery 
was up 22 per cent. The $12-$18 
price lines were most extensively 
promoted in women’s shoes. 
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ROBERT GOLDSTEIN 


Boston Boot and Shoe Club 
Names Cavanaugh President 


BOSTON—C. Russell Cavanaugh, 
of F. C. Donovan, Inc., was elected 
president of the Boston Boot and 
Shoe Club at the annual meeting 
held April 16 at the Hotel Statler. 
Charles Slosberg, of the Green 
Shoe Manufacturing Company, was 
named treasurer. 

Other officers are Harold E. 
Booma, United Shoe Machinery Cor- 
poration, first vice-president; Wal- 
lace J. McGrath, John E. Lucey 
Company, second vice-president; 
Harvey B. Evans, L. B. Evans’ Son 
Company, third vice-president, and 
Maxwell Field, secretary. 

New members of the Executive 
Committee are Howard J. Barnet, 
Jr., J. S. Barnet & Sons; Roy T. 
Johanson, Eagle Shoe Manufactur- 
ing Company, and Irwin Katz, Hub- 
bard Shoe Company. 








Shoes a Bargain in Canada, 
But Consumer Pays No Heed 


TORONTO, CANADA—in contrast to 
general economic trends, the price of 
Canadian-made shoes at the factory has 
been declining for six successive years. 
But Canadians aren't taking advantage 
of the situation. 

That's the paradox outlined by William 
Cranston of Shoe Corporation of Can- 
ada, one of that country's larger manu- 
facturers. Although the average factory 
selling price dropped from $3.59 a pair 
in 1951 to $3.27 in 1956, while whole- 
sale and retail prices stayed "well in 
line," the only major upswing in foot- 
wear has been in imported shoes, he said. 

In the late forties, Mr. Cranston said, 
Canadians bought on the average a new 
pair of leather shoes every four and a 
half months. Today the figure is un- 
changed, he pointed out. 


Shoe Board of Trade of N. Y. 
Chooses New Officer Slate 


NEW YORK—Shoe Manufactur- 
ers’ Board of Trade of New York 
elected new officers for one-year 
terms at the annual general mem- 
bership meeting at the Hotel Van- 
derbilt, April 14. 

John L. Jerro, of Jerro Brothers, 
was named chairman of the board, 
and Merwin Zuckerman, of I. Miller 
& Sons, was elected president. 

Other officers are: Marie N. Nor- 
ton, of the Shoe Manufacturers’ 
Board of Trade, executive vice-presi- 
dent; Robert Cardone, Cardone & 
Baker, vice-president; Jack Zucker- 
man, Zuckerman & Fox, treasurer, 
and Patsy J. Marino, Marino & Sons 
Shoe Corporation, secretary. 

Directors are: Rubin Adler, Del- 
man, Inc.; Benjamin B. Cohen, M. 
Cohen & Sons; William Burroughs, 
Burn Shoe Company; Howard Fox, 
Fox Shoe Corporation, and Al Rao. 
Ray Koury Shoes, Inc. 


Gallagher Elected to Head 
Cellini Shoes in Philadelphia 


PHILADELPHIA—Thomas E. 
Gallagher has been elected to suc- 
ceed Harold H. Callahan as presi- 
dent of Cellini Shoes, Inc., manu- 
facturer of women’s fashion shoes. 
Mr. Callahan is retiring from the 
industry. 

A sales representative for Joyce, 
Inc., for many years, Mr. Gallagher 
most recently was with Songo Shoe 
Manufacturing Corporation, Port- 
land, Me. 

The Cellini firm has also an- 
nounced that Max Rosenthal, who 
has been general manager and sec- 
retary, was elevated to chairman of 
the board and executive officer. He 
remains as general manager. 

Robert T. Kraemer, who has been 
assistant general manager and as- 
sistant treasurer, has been elected 
secretary and treasurer. 

Mr. Callahan, who is retiring af- 
ter 10 years as president, plans to 
travel in Europe and the United 
States. 


Becomes Plant Manager 
BEDFORD, VA. — Donald E. 
Cornmesser has been named plant 
manager of the Rubatex Division, 
Great American Industries, Inc., 
here, it was announced by General 
Manager Donald A. Levine. 


Boot and Shoe Recorder 





. i : 
3 al 
i —_— 
i 











At 


This illustration w 1ppear ina ful 


pogead next fall in 3 





ATURDAY EVENING P 


DON’T TAKE OUR WORD. JHere’s what Jarman dealers 
say about the fabulous new “Rex-Flex’”’ styles... 


North, South, East and West — from 
small towns and from metropolitan centers 
— come glowing reports from Jarman 
dealers on the enthusiastic way men are 
taking to Jarman Rex-Flex styles, “the 
perfect shoes for royal comfort.” A few 
typical examples: 

“The man with a taste for a fine shoe 


has finally found what he has been want- 
ing ... within reach of his pocketbook.” 
(from Illinois) 

“A prominent doctor purchased a pair 


last week. Two days later he came by 
especially to tell me that these were the 
most comfortable shoes he has ever worn. 


He had paid as high as $35 for shoes, 
but said he had at last found what he was 
looking for.” (from a Tennessee city) 

“. . Rex-Flex shoes are the greatest 
value in America today. They are beau- 
tifully styled and the workmanship is 
outstanding. It is really a pleasure to sell 
a shoe that fits so smoothly and comfort- 
ably. We have added many new Jarman 
customers as a result of Rex-Flex.” (from 
Alabama) 

And from New York City: “It has 
brought into our store many new cus- 
tomers and each one without fail is 
amazed how very comfortable these Rex- 


JARMAN SHOE COMPANY, NASHVILLE, TENNESSEE 





DIVISION OF GENERAL SHOE CORPORATION ay 


Flex shoes are. . . . Most of the customers 
won't let the salesman take them off once 
they have them on their feet.’ 

And so it goes. Rex-Flex is the out- 
standing current example of the overall 
leadership which makes Jarman America’s 
favorite and thus makes greater sales and 
profits for Jarman dealers. Write today 
for the complete Jarman story. 
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NO MATTER 
WHICH WAY 
THE WIND BLOWS... 


consumer acceptance of a strong 
brand name is a most valuable 
asset in your merchandising plans 


YEAT 


wy 1 & “ 


SANDIER 


PPSSA - HOTEL McALPIN - EAST ROOM 


and all regional shows 














PEEK:A-BOOT E-X-P-A-N-D-S 
NATIONAL ADVERTISING 


$ 
ding fashion magazine 
million women 







n 22 lea 
ad by over 72 


Specie prom ¢ Ne ene Television 
OVER 400 MILLION TOTAL AUDIENCE IMPRESSIONS 
Art Linkletter’s ‘‘House Party” 
“It Could Be You”’ with Bill Leyden 


“Truth or Consequences” with Bob Barker 
“The Price is Right’’ with Bill Cullen 

















PEEK-A-BOOT 
WEATHER-ALL Boots for children and juniors 


Perfect protection at a perfectly amazing price 


PEEK-A-BOOT 


RAINBOOTS FOR WOMEN 


* 100% nylon elastic loops 
* Stylish patterned uppers 
* Longer wearing by actual test 


* Sized for flattering fit 
—Full sizes 4-10 


Fiat Cuban 
544 -Clear 596 -Clear sen Clear 
a 545 - Black 597 - Black 585 - Black 


PEEK-A- BOOT Rainboots retail from only $499 a pair 


Write, wire or phone your orders now SEE US AT THE PPSSA 
Rooms 442 and 443 


geEK e A e B ge oT qpe° New og Show 


1600 So. Flower Street, Los Angeles 15, Calif. 


* 100% nylon elastic loops 
* Easy on and off...it’s a pullover 


Red, brown and white 
Full sizes 6-12 and 13-3 


Warehcuses: 136 Tichenor Street, Newark, N. J}. © 2400 So. Ashland Avenue, Chicago, Ill. © 186 Lincoln Street, Boston, Mass. 
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New, exclusive non-skid “‘Ribbed"’ soles and heels. 


© Acme’s new, approved last for com- 
fortable, tireless wear. 


© Water and acid resistant, supple, 
full-grain retan uppers. 

© Firm, sweat-resistant Oak leather 
flexible insoles. 

@ Water and acid resistant leather 
Goodyear storm welting. 

@ Non-tarnishing brass eyelets and 
rawhide laces. 


© Folded leather top binding. 


@ Full gusset tongue of soft grain 
leather, sewed all the way to the top. 


@ Strong Nylon thread used in all 
fitting. 

Bee @ Ankle conforming one-piece leather 
NATIONAL back-stay for extra support and extra 


MAGAZINE ADVERTISING | strength. 


® Steel shanks. 
A full page in Field & Stream, Outdoor Life and ° ° 
Sports Afield kicks off a complete advertising © Both unlined and lined boots are 


schedule of 27 ods in 1958! Sportsmen con't available in two striking colors—Iindian 
miss the story! j Brown and Natural Retan. 

Window ond counter displays, newspaper mats, j @ Lined boots feature plump, full-grain 
radio copy and television slides to help you tell glove leather lining in both foot and 


“em and sell “em on your store as headquarters top. 
for the greatest outdoor boot value in America! 
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7 TO RETAIL AT 


4 
i 95 
COST TO You 
$8.35 


LINED BOOTS—$15.95; COST TO YOU— $9.60 
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Only the world's 
largest bootmakers 
could make this 
possible! 


va eae secs 
pi ee ea 


» 
2 een 


ALSO MAKERS OF COWBOY BOOTS, WELLINGTONS, 
PARADE MAJORETTE BOOTS, ENGINEER BOOTS. 


“Clarksville, Tennessee 


« @ 
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“<1’'d like to tell you why,”’ Mr. Mark continues. 


“First —It’s the greatest shoe improvement 
in years. 


6 4 “Second—Its outstanding consumer benefits 
of comfort, convenience and dependable 
ad On security offer strong selling advantages that 
help promote sales. 
“We backed our first sales of the men’s styles 


featuring the Talon Shu-Lok fastener with 
vigorous promotions. Its immediate success in 
Uf- 0 USK 4A i] A 7. these sizes naturally dictated stocking and 
eee 


aggressive promoting of the boys’, children’s, 
and women’s styles as they became available. 


“Sales each season have been beyond our 
expectations. We have big plans for spring 


t 

yn CST wales ...and we expect the “back-to-school” 
selling to be our best yet. 
“We've found it pays to stock and 


promote the styles with the Talon Shu-Lok 
fastener. It means business.” 


mcentve ever to ey sae a 


TALON, INC., SHU-LOK FASTENER DIVISION, MEADVILLE, PA. 


Greatest shoe improvement in years 


hat industry.” 















says Jule Mark, Vice President, Shoe Corporation of America.* 


Just flip to open 















Snap to close 


Jelon 


G) 


fastener 


*The Shoe Corporation of America in Columbus, Ohio, 
operates hundreds of retail shoe stores. 
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@ Congressional committees prebe discount houses. May try 
to legislate uniform fair trade pricing in all 48 states. 


@ Democrats in Congress expect to enact positive 
anti-recession action to restore high-level pro- 
duction and sales. 


@ Individual workers now file more complaints 
with National Labor Relations Board than 
either unions or employers. 


Baker Reporting from WASHINGTON 





Growth of discount houses is causing some frowns from high-ranking 
congressmen, Investigating committees in both the Senate and the House are 
poking and probing into the discount house situation. The upshot could be a 
new federal fair trade law or some similar type of legislation designed to 
weed out retail price-cutters. 

Senator Hubert Humphrey, D., Minn., has a lot to say these days about 
fair trade legislation. And in the House, Rep. Peter F. Mack, D., Ill, has 
already held the first of a series of public hearings (April 29, 30, May 1) 
on a bill sponsored by Rep. Oren Harris, D., Ark., to impose uniform fair 
trade pricing in all 48 states and the District of Columbia. 

Rulings of the U. S. Supreme Court, the Federal courts, and States courts 
have generally run against the fair trade laws. What Sen. Humphrey and 
Rep. Harris want to do now is write a new, air-tight fair trade law that will 
stand up under the attacks of price-cutters and of the courts. Just how this 
can be accomplished—if it can be accomplished—is not yet made clear. But 
Messrs. Humphrey and Harris intend to give it a try. 

In any event, nothing much will happen on the subject this year except 
that public hearings will be held. Too little time remains in the current session 
of Congress to win enactment of such a controversial law. Next year, the 
timetable calls for an early and determined effort to get fair trade law back 
on the books. 


Leading Democrats in Congress are serving notice on Ike that they won’t 
go along with his “wait-and-see” approach to anti-recession action. They’re 
making it clear to the White House that they expect to enact some forceful 
and positive action to restore high-level production and sales. They want no 
part of anything that smacks of a shilly-shallying attitude toward unemploy- 
ment, with the national elections only six months away. 

Democrats are jubilant over their chances in the coming elections. They 
frankly anticipate sweeping victories. They expect to widen their majorities 
in both the Senate and the House, and to strengthen their hold in a number 
of state capitals. 

Republicans in Congress are growing more despondent over their chances 
to grab any credit for ending the recession. The White House is offering little 
positive action. And lacking majorities in either Senate or House, they are 
powerless to ram through any legislation to reduce taxes or speed up public 
works programs. All they can do is to add “me, too” to anti-recession moves 
authored by Democrats. It’s a frustrating position for them to be in, and 
there’s much grumbling against the White House for failure to act more 
positively and aggressively. 


Individual workers are now filing more complaints than either unions or 


employers, the National Labor Relations Board reports. 
(OVER) 
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© Federal mediation officials predict turbulent 
labor-management relations over next eight- 
een month period. 


Report from 


@ All advanced education costs now tax deducta- 


WASHIN GTON pom gg Service aims to help ed- 





Some 50 per cent of all unfair labor practice case filings now are coming 
from individual workers, the NLRB says. It is the first time worker complaints 
have outstripped cases filed by unions or management. 

Because of the increase in worker charges filed with the Board, Congress 
is being asked to restore some $600,000 slashed from NLRB appropriations for 
the new fiscal year. 

The reduction would mean a sizeable cut in NLRB staff, officials say, and 
would increase the present backlog by about 1200 cases a year. The Board 
expects some 11.000 cases to be pending at the end of this fiscal year. 


Federal mediation officials are gloomily predicting a period of unprece- 
dented labor-management unrest and controversy over the next 18 months. 

Although major disputes have been slow in developing thus far this year, 
the next year and a half will be “very turbulent,” Joseph F. Finnegan, director 
of the Federal Mediation Services, forecasts. 

Automobile, aircraft and missile industries are likely to be the primary labor- 
management battlegrounds, he says. The mediators are getting ready for a 
possible deadlock in the automobile negotiations now underway, Finnegan says. 

Cause of the expected 18 months or so of labor-management unrest is 
pressure on union chiefs by the rank and file for raises to meet the rising 
cost of living, high unemployment, and decreases in average weekly pay- 
checks, At the same time, shrinking business profits and a tightened cost- 
price squeeze are stiffening management against pay raises. 


Internal Revenue Service officials are doing their bit to spur this country’s 
educational revival. In a new ruling, the tax men have made all costs of 
advanced education tax deductible. 

The new ruling will mean that engineers, technicians, government officials, 
teachers and others who take courses voluntarily to improve their skills can 
deduct the costs. Deductible items include costs of lodging, travel, and meals 
for courses taken away from home, as well as the cost of the courses them- 
selves. 

Covered by the new ruling are courses to keep a taxpayer’s skills on a par 
with those of colleagues and competitors, and those required by an employer 
as a condition for keeping a salary or status, as well as those designed to help 
a person qualify for a promotion or higher salary. 

Previously, courses which helped a person get a raise or promotion were 
not deductible. 

The ruling is retroactive. But expenses claimed for courses dating back 
as far as 1954 must be claimed on returns filed by this April 15 because of 
the three-year statute of limitations on tax matters. 


Helpful suggestions for fitting children are presented in a new govern- 
ment pamphlet, “Your Children’s Feet and Footwear.” You can buy a copy 
for 10 cents at the Government Printing Office, Washington 25, D. C. 

Here are a few typical comments from the new publications: 

“Some shoe stores train their salesmen in the proper fitting of children’s 
shoes. These men and women take great pride in fitting a shoe to a child’s 
foot, rather than fitting the foot to the shoe. Many stores, however, are not 

[CONTINUED ON PAGE 901 





Boot and Shoe Recorder 





THE UPPER LEATHERS, THE FINDINGS, THE DETAIL, 
THE WORKMANSHIP, THE PRICE . . . SEE FOR YOURSELF 


THAT Judy ’n’ Jerry Quality is peerless in its price range: 
Top-Grade Leather Uppers, Linings, Innersoles. 


THAT Judy 'n’ Jerry Prices are targeted on the middle-millions 
mass market. . . concentrating on $5 retailers. 


THAT Judy 'n’ Jerry Mark-up averages well over 40%... 
equals or surpasses any other Brand-Name Children’s Line. 


THAT Judy ’n’ Jerry Value, quality for quality and dollar 
for dollar, makes it America’s greatest Buy! 


THAT Judy 'n’ Jerry Advertising . . . National and 
Point-of-Sale Aids . . . combine punch and prestige 
for maximum sales-pull. 


INV EGS TIGAT EE! 


STOCK AND SELL 
JUDY ‘N' JERRY SHOES THAT 
CHILDREN’S AND COMPARE WITH 
MISSES’ FOOTWEAR *G, *7 AND *8 


RETAILING AT RETAILERS 
(A Few Styles at $5.50 and $6) 


SEE US IN ROOM 608, NEW YORKER 
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... The Irving Onyx swatch? 


Got it this morning. 


Looks sensational! 


Smoothest men’s dress 


leather I’ve ever seen. 


Oh yes! Get enough 


to cover the reorders. 


Onyx will be our shoes’ 


best salesman. 


Available in Black and all 
popular Brown shades. 


\ 
Me By, \ i A WY 
ee ened ome + ape meen o80 Se ill, Pas 


ONYX by 


Irving Tanning Company 
134-140 Beach Street, Boston 11, Massachusetts 
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lowa Shoe Fair, lowa Shoe Travelers 
Association, Fort Des Moines Hotel, 
Des Moines, la May 4-5 
Ohio Shoe a Fall Showing, Ohio 
Shoe Travelers Club, Deshler Hilton 
Hotel, Columbus, O May 4-6 
Shoe Show, Southeastern Shoe Trav- 
elers, Henry Grady, Dinkler Plaza, 
Piedmont, and Peachtree Hotels, At- 
lanta May 4-7 
New York Market Week, Boot and Shoe 
Travelers Association of New York.May 4-8 
: Fall, Winter Popular Price Shoe Show 
1 of America, National Association of 
Shoe Chain Stores, Hotels New 
‘ Yorker, Sheraton-McAlpin, and New 
York Trade Show Building ........May 4-8 | 
Annual Banquet, 210 Associates, Inc., 
Hotel Waldorf, New York City ....May 6 
Shoe Show, Pacific Northwest Shoe 
Travelers Association, New Washing- 
ton and Olympic Hotels, Seattle 
May 10-13 
Fall Shoe Show, Michigan Shoe Trav- 
elers Club, Statler and Tuller Hotels, 
Detroit . .May 11-13 | 
Michigan Annual Shoe Fair, Michigan 
Shoe Travelers Club and Michigan 
{ Shoe Retailers Association, Statler 
Hotel, Detroit May I1-13 
Shoe Show, The Indiana Shoe Travelers’ 
Association, Hotel Severin, Indian- 
apolis May II-13 
Fall Shoe Fair, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker, 
Southland and Statler-Hilton Hotels, 
i Dallas, Tex. ... .May I1-14 | 
Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 














































Oklahoma City ....... .May 18-19 

; Fall Shoe Show, Pennsylvania Shoe 

: Travelers Association, Hotel Penn 
Sheraton, Pittsburgh ...........May 18-20 





Heart of America Shoe Fair, Central 








States Shoe Travelers Association, 
i Hotels Muehlebach and Phillips, 
; Kansas City, Mo. .May 18-20 









: Fall Shoe Market Week, West Coast 
Shoe Travelers Association, Hotels 
Alexandria and Biltmore and the 
Haas Building, Los Angeles....May 18-21 
Fall Shoe Show, Boston Shoe Travelers 
Association, Parker House, Boston 
May 18-21 
Accounting and Office Management 
Clinic, National Shoe Manufacturers 
Association, Biltmore Hotel, New York 















4 Fall Shoe Market, Midwest Shoe Trav- 
elers arene Hotel Morrison, 
Co, RR Re ES Tes .May 25-28 
Annual Meeting, | ‘American Leather 
Chemists Association, Swampscott, 
Mass. . .May 25-28 
Denver Fall Shoe Show, ‘Mountain States 
Shoe Travelers Assn., Albany Hotel, 
Denver .... June 1-4 
Michigan Shoe ‘Caravan, Michigan Shoe 
Travelers Club, Statler Hotel, Detroit 
July 13-15 
Annual Shoe Show, Baltimore Shoe Club 
and Associated Shoe Travelers of 
Baltimore, Lord Baltimore Hotel, 
eek ERE DO IDE OPE July 13-16 
Allied Shoe Products and Style Exhibit, 
Spring and Summer, New York Trade 
Show Building, New York City. .August 2-5 
Trade Show, National Shoe Fabric Asso- 
ciation, Lexington Hotel, New York 


August 3-4 
LY J 
May I, 
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May 22-23 


| (especially big right now), Combat Boots, Wellingtons, 





footwear when you carry a complete 
line of the boots Young America is wearing today. 


Engineer Boots. 


















There's real volume in juvenile 


The demand's for Cowboy Boots, Chukka Boots 


Quinn & Delbert carries them all in a full range of sizes — 


and fills 99 % of all orders promptly from COMPLETE 
FACTORY IN-STOCK. Every boot handsomely styled, ruggedly 


built, priced to give you real volume with full mark-up. 


Ask about the special discount on initial orders — now. 












Style C67 
Sand sueded leather 
Wedge crepe sole 
Sizes 81/3, 32/6 







FREE 
DISPLAY CARD 


with all 
Cowboy Boot 
orders 





Style 307 
Two-color underlay 
Lt. Tan vamp, Wine leg 
Sizes 4/8, 82/3, 32/6 
Also in Round, Pointed toe 


NOW SHOWING 


at the Style 408 
p p a s A Fancy stitched 
Black vamp, Sand leg 
Room 646 Sizes 4/8, 81/3, 34/6 


Hotel New Yorker Also in Round, Pointed toe 


( @-D 


BRAND 
, £ a 


ances 


— 


Juvenile COWBOY © CHUKKA © WELLINGTON © COMBAT © ENGINEER Boots 


QUINN & DELBERT Boot Mfg. Co., Marlboro, Mass. 


Salesmen: A few choice territories still open 


39 








ri) INOVNING 
more Rain Dears sold 





An even GREATER season lies 











OUR PLEDGE: mae 


that Lucky Sales 

will never relax at the 
job of helping you 
make more sales and 
more profits by helping 
you sell more and 
more Rain Dears. 


v 


GEORGE LEWIS, President LUCKY LEWIS 
Asst. to the President 





= 
1 


Co] mm ial-mmetolaalialemm-1-r-t-tolammcels 


fale Bom 








VAI | Mod -t-\(-mmoliolel-lamr-lale Me el-34¢-15 
> e- tia me Ol-+- tae ol Ol-yial-3-3- 


LUCKY SALES CO. inc. 
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this season than ever before. 


ahead, for Kun Littted S 


EXCLUSIVELY A PRODUCT OF THE LUCKY SALES CO., INC. 


WILLIAM STANCHEL ‘ LEONARD LEITAG . oo | BERNARD SOLOMON 
Western Sales Mgr in: Asst. Eastern Sales Mgr : Secretary 


ED BANTA (: E. PATRICK MEYERS } $ CHARLES |. HARRIS 
Mid-West Sales Mgr * 38 P Asst. Eastern Sales Mgr. i Advertisting Mer 


We'll see you in 


room 446 


NEW YORK 
TRADE SHOW BLDG. 


May 4-May 8 


We have something we want you 
to see, and we’d like to discuss 
with you the interesting new 
things that are happening with 
Rain Dears, and what the 
coming season holds. 


Ry REF 
AUNT O TT} 

GS FW 
> 


Guaranteed by @ 
Good Housekeeping 


Ip 
NOp a 
AS apverristo 1 


Nd: Popular Price Shoe Show of America 
LOS ANGELES CHICAGO NEW YORK 
941 E. Third Street (new address) 2019 W. Walnut Street 47 W. 34th Street 
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—please request it on your business letterhead today, 
addressing Friden, Inc., Dept BSR, San Leandro, California 





In this important 40-page manual, 
just published, Friden accounting 
experts explain the retail inventory 

method endorsed by the National 

Retail Merchants Association. This is 

also the method accepted by the 
Bureau of Internal Revenue as the 
only approved way to provide for 
depreciation of the merchandise 
inventory because of obsolescence 
or a declining market. 











HOW MODERN STORES TAKE 
CONTINUOUS REAL VALUE 
INVENTORY BY SIMPLE 
ROUTINES ON AN 
AUTOMATIC CALCULATOR 











To your present accounting system, The 
Retail Inventory Method adds the means 
of maintaining a perpetual inventory at 
retail value of the merchandise...by modi- 
fying the purchase and sales journals and 
introducing a price-change journal. 








A stock ledger is used to combine the 
totals from these journals in such a way that 
the cost value of the inventory may be de- 
termined at any time without the necessity 
of taking a physical inventory. Also to be 
added (unless you now employ such equip- 
ment) is a fully automatic Friden Calcula- 
tor, The Thinking Machine of American 
Business. 








You can net more profit from the same 





sales volume when a Friden Calculator delivers 


CONTROL FIGURES FRESH EVERY DAY 
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WAIT! ‘TIL YOU SEE THE NEW 








POPULAR-PRICED 
SHOE SHOW 


MAY 4-8 
ROOM 303 
NEW YORK TRADE SHOW BLDG. 
NEW YORK CITY 











PLASTI PRODUCTS CORP. 
WINONA, MINN. 





Originators of plastic waterproof footwear 





YORKTOWN FALL SHOWINGS: 


P.P.S.S.A. Show, New Yorker Hotel, N. Y. 
Yorktown shoe merchants can count on the strongest pos- Rooms 501, 502, 552, 553... May 4-8 


sible lines for the vital middle market. 101 styles for men Northwest Shoe Fair, Hotel St. Paul, 
to retail at $10.95 to $14.95; 24 styles for boys to retail at St. Paul, Minnesota . . . April 26-29 


$8.95 to $9.95. They cover every type and style in men’s Ohio Show, Deshler Hilton Hotel, 
Columbus, Ohio... May 4-6 


Southeastern Show 


sizes 6 to 14, right down through boys’ sizes 24%4 to 7 — 
everything you need for profitable operation from one re- heidi: Gainaaie . Mig 49 


liable source. Prompt in-stock delivery. etiicidiaiiy tea Mabie Whchih 

Dallas, Texas... May 11-14 

FIVE GREAT IN-STOCK LINES Pennsylvania Show, Hotel Penn-Sheraton, 
from one source Pittsburgh, Pa.... May 18-20 


Michigan Shoe Fair, Wolverine Hotel, 


Complete men’s style coverage . . . dominant values at Detroit, Mich. ... May 18-20 

$10.95-$14.95 retail. New England Show, Parker House, 

The new Air-Tred air-cushion shock-absorber shoes at Boston, Mase. . . . May 18-22 

$12.95 retail. West Coast Shows 

Cushion covered insole shoes at $12.95 retail. (Buckingham & Hecht) New Washington 
: : , bape Hotel, Seattle, Wash. ... May 11-14 

Boys’ shoes made with men’s shoe superiorities at act oo n mie : pest a 

. olnit Shoe Co., Buckingham echt 
$8.95-$9.95 retail. Los Angeles, California ... May 18-21 


Pueblos hand-sewn true mocs finest in their price range 
at $10.95 retail. Three Generations of Fine Shoemaking 





NATIONALLY ADVERTISED IN 


LIFE ano ESQUIRE 


Write now for catalog or for salesman to call 


. | | Cc 7 zi 
GARDINER SHOE CO., FOR MEN AND BOYS 
MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT 
GARDINER, MAINE 
NEW YORK SALES OFFICE: Marbridge Bldg., 47 W. 34th Street 
FAR WESTERN DISTRIBUTORS: Solnit Shoe Co., Buckingham & Hecht, 817 S. Los Angeles Street, Los Angeles 
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In all 
walks 
of life 





innersoles 


For more than 30 years, Onco Innersoles have 
brought utmost foot-happiness to millions. 

New manufacturing techniques enable us to make 
Onco more flexible—more durable—so good it is 
guaranteed to outlast the life of the shoe. 

The strength, uniformity, breathe-ability and 
transverse rigidity of Onco add sales-appeal to any 
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insure foot-comfort for millions 


shoe — provide maximum resistance to sweat, odor, 
bacteria and mold. 

Improved Onco is processed from Brown Com- 
pany’s exclusive Solka® pulps. It combines the finest 
cellulose fibres with the best binder for the job. 

For samples and complete information, write 
Dept. AC-5, Boston. 


INSOLE-ATED 
first and still finest afoot 


BROWN [ti] COMPANY 


Mills; Berlin and Gorham, N. H. 


General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 








good wear 





exerers im Ceye) ses 


The above Rialto model of Bates Shoes shows its Italian influence with its distinctive thin pointed toe. 


It’s crafted in smooth polished Fina by Lawrence. 


Lawrence Fina is so flexible and so smooth 
that it looks and feels like higher priced leathers. 
Light in weight, Lawrence Fina permits fine de- 
tailing that is characteristic of expertly crafted 
shoes. Ideal for today’s slimmer men’s shoe fash- 
ions as the distinctive Bates Shoe illustrates. 


Lawrence Fina is tanned first for its smooth, 
polished texture . . . tanned second for long wear. 
Make it your business to feature Lawrence Fina 
and you’ll make more business. A. C. Lawrence 
Leather Co., a division of Swift & Company 
(Inc.), Peabody, Mass. 


rOnCc?_ Fama, ... the better part of better shoes 
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How pretty and practical can 


packaging get? 


e The handsome design of this Redi-Tote package 
is immediately apparent, but there’s more 

here than meets the eye. The two end tabs 

lock the Redi-Tote top securely in place. 


There’s no chance for accidental opening 


or tearing. The added advantage of the 
Redi-Tote carrying handle encourages more 
take-with buying. Packaging with these 
conveniences can help you win new 
customers, and bring them back for more. 
Redi-Tote delivers the goods from 
manufacturer to consumer. 

Easily assembled from flat 

sheet to complete folded 

carton. Questions? 

Gardner has the cor- 
rect answers—they are 
yours for the asking. 








Persuasive Packaging 


GaRonerR ® 


DIAMOND GARDNER CORPORATION 


THE GARDNER DIVISION 
DIVISION OFFICES, Middletown, Ohio 





BOOST YOUR SHOE POLISH VOLUME WITH 
AMERICA’S BIGGEST COMBINATION BARGAIN 


2 BIG 4 oz. BOTTLES: 1 BLACK &1 BROWN 


Regular 50° Value 


port OOF 














GRIFFIN 











A “can’t miss”’ combination! Here's an extra-big sup- 

ply of America’s favorite, self-shining shoe liquid ... 

featuring the two fastest-selling colors specially banded 

x Y at a money-saving price! Griffin A-B-C Liquid Wax is so 

. - easy to use ... leaves a bright, lasting shine fine enough for 

'80z.39¢! rane} yoy the whole family’s shoes! Your customers will buy it up 
fast while this special offer lasts! 


pore can’t resist this big Griffin 
Vv ° ee - 

shelves! Up tod meres mack pias || National Advertising Backs Up This Deal! 
for just a few cents more! Add extra 
facings for this fast-moving combi- Sells customers by the millions each 
nation unit... keep extra stock NETWORK week via “Love of Life” and ‘Secret 
on hand! Storm” . . . two top-rated daytime 


TV favorites in 170 CBS-TV markets! 









































: Minas : SATURATION | Add ful local i ith 
Put this Sales-Winning Special ©) eA ic > bardbiving spor allay tong 
OUT FRONT Tie in with displays ... cash in 
. SCHEDULE on this two-way promotion! 
on your shoe polish shelves! 


LOS ANGELES BROOKLYN CHICAGO CANTON, OHIO CHAMBLEE, GA. CRANFORD, NEW JERSEY 
See ae LS a |o| ee on GE Bere UTR 


BOYLE-MIDWAY  22E. 40th St., New York 16, N.Y. vapor tine Nyacy 
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also see the complete line at 
the Popular Price Shoe Show of America 


New York Trade Bidg., 500 Eighth Ave. 
Rooms 348, 349, 307-- May 4, 5,6, 7,8 


Belcamp, Maryland 
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get ready 


GOLO 


TIE-IN WITH GOLO'S SKY-HIGH PLANS FOR 
EXTRA PROFITS FOR YOUR STORE IN ‘58 


EXCITING NEW NATIONAL ADVERTISING. (Reaching over 2 million 
women.) The shoe fashions featured by your store dramatically 
timed to create sales at the height of the shoe buying season! 
Golo-mats for newspapers will help you tie-in locally. 


TRAFFIC-BUILDING CONTEST FOR YOUR STORE. Golo offers an exciting 
trip to Europe with Trans World Airlines (for two). 
Contestants must come to your store to enter contest. A season 
long traffic-builder. Should one of your customers win 

the free trip, you will receive a bonus of a beautiful 

set of matching airplane luggage. 


THRILLING HIGH-FLYING POINT-OF-SALE DISPLAY. 
Attracts immediate attention to your Golo Style Leaders; 
contains all the contest information. 


GOLO’S OUTSTANDING SHOE FASHIONS, Beautifully designed and 
constructed, utilizing the most glamorous leathers 

and fabrics available to the shoe world today. Easily the 
most exciting line of shoes in our history. 


VISIT OUR SHOWROOMS AT THE EMPIRE STATE BUILDING * ROOM 925 DURING PPSSA 


GOLO FOOTWEAR CORP. 


EMPIRE STATE BLDG., NEW YORK 1, N.Y. 


50 
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= .low cost way 


to package shoes... 


(CARNY-PACK 


HANDLES 


What an elegant way to save money! 
You get a fashionable package whether 


you use box, bag or wrap. Carry- Pack is fast 





and easy to use; eliminates expensive 
custom boxes and messy string. Available 
in beautiful colors that can be imprinted to 


match your design or advertise your store. 


MAIL THE COUPON NOW FOR FREE 
DEMONSTRATION OR SAMPLES! 


CARRY +PACK COMPANY, LTD. 
e PA x Schiller Park, Illinois 
—_ Pm ag Oa Paper Products 
SCHILLER PARK, ILLINOIS ——o 
© Send free, 10 day trial in __ color. 


© Send literature and samples. 


“ a Dispensers loaned free! No obligation, of course. 


Name. 





Cc y. 


Carry+ Pack handles are strong! 
Address 


City. 
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Let LASTE X: work for you... 


for this miracle elastic yarn 


creates the fluid fit 





























How? By new softer leathers elasticized with Lastex 
... top lines woven with Lastex ...the new innersole 
construction “lasted with Lastex’’...and, beautiful 
new weaves of Lastex in special shoe fabrics. 


For advice on any of these modern techniques of 


so vital to 
fashion 


























elasticizing, contact our consultant, ALFRED 
VAMOS, INC., 47 West 34th St., New York City. 
Mr. Vamos is the inventor** of the elasticized shoe 
and his expert advice on any application of Lastex 
has been made available to the shoe industry by 
United States Rubber. 


**U.S. Patent Nos. 2,184,261—2,184,772—2,269,923 assigned to United States Rubber Company. 


TEXTILE DIVISION 


Rockefeller Center, New York 20, N. Y. 
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Value play 
aspay, ROOM 15: 
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we're feeling 


What a wonderful Spring it was! Praise and sales and sales and praise. And now, the new new FALL COLLEC- 
TION — MAGNIFICENT! The new HI-LO 20/8 heels, the new ‘““LULLABYES” — softest of them all. If you 
want fashion to stimulate sales in your store, shoes that fit — please your customers — money makers — SEE 
TROYLINGS! . . . the strong line in the $14.95 to $16.95 price bracket. Backed by a pairs-builder in-stock service. 


those new new 


a 
STYLED ert LY moe lhoy 


® 


PPSSA . MAY 4-8 . SHERATON-McCALPIN . ROOMS 795-797 
ATLANTA «+ May 5-8 « Henry Grady Hotel LOS ANGELES «+ May 18-22 «+ Alexandria Hotel 
DALLAS «+ May 11-14 «+ Adolphus Hotel BOSTON «+ May 18-25 + Parker House 


Lown Shoes, Inc., Auburn, Maine *» New York Office — Empire State Bidg. + St. Louis Office — Syndicate Trust Bidg. 
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Light as a kite . . . sky-hi 

on smart casual shoes! Like to. 
Cat’s Paw Rubber Company, Inc., Balt 
In Canada: Cat’s Paw-Holtite Rubber Ce 
Drummondville, Que. 
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GEORGIA’S GOLDEN FALCON 


is the finest boot that can be made 
because it’s vulcanized by 


RO-SEARCH 


GieicGshb= 


U. S. Patent 2,789,295 








Georgia Shoe Mfg. Co. investigated every well-known vulcanizing 
process on the market and selected PROCESS 82 because it pro- 
duces a superior shoe and offers manufacturing features that cannot 
be found in any other process. 


























WATERPROOF STRUCTURE 


A perfect water-tight bond at the welt seam. 


TRUE WELT CONSTRUCTION 


The only vulcanizing process permitting the use of true welt construction. 


STURDIER CONSTRUCTION 


The only. vulcanizing process that eliminates the need for roughening 
(and resultant weakening) of the upper at the lasting margin. 


UNEQUALLED COMFORT 


Greater flexibility and foot-conforming features found in no other process. 


REPAIRABILITY 
Only footwear vulcanized by PROCESS 82 can be re-soled in the same 
manner as conventionally made welted footwear. 














Superb in work shoes, PROCESS 82 offers specific manufacturing 
advantages in all categories of footwear in which ruggedness, flexi- 
bility, comfort and reasonable price are key selling factors. 


It is the only process that enables manufacturers to produce an 
unlimited variety of types and styles on the same molding equip- 
ment. No other vulcanizing process permits the use of ALL TYPES 
AND THICKNESSES OF UPPER MATERIALS including 
greasy or oily leathers. 


— Ro-Search, Inc. has the longest and most varied experience in the 
Bric sE\Ej2 field of vulcanized footwear, having pioneered the first successful 
s 


process in 1932. 



















The ONLY American 


vulcanizing process For further details, write to: 


d th 
world’s pia aa RO-SEARCEH » INC. 


Waynesville, North Carolina 
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Never Before A Boot Like It 
AT ANY PRICE! 


GEORGIA’S GOLDEN FALCON 


Practically Waterproof - Vulcanized - Fully Insulated 















Here's the most sensational development in boot history! Now, 
for the first time, Georgia Dealers will sell boots that are prac- 
tically waterproof ... at prices that will scoop the boot business 
in their trading areas. 









Rosearch's PROCESS 82, revolutionary new nailless construction, 
permanently vulcanizes Extra Thick Jumbo Rib rubber soles, with 
Neoprene, to uppers and guarantees a waterproof welt seam, 
more flexibility and comfort. Griess-Pfleger's soft, plump 
) premium side leather, tanned with duPont Quilon, makes uppers 
practically waterproof and permanently soft-drying. 







Ce ap a a 
2 ef oe 










a 400—6 in. Fully ee Sell all these features in sensational new Georgia Golden Falcon 
20 Site, 2 6 Boots, priced to fit the budget of every workman and sportsman 


JUNE DELIVERY _ ee me your order today. 
PAY OCTOBER 1;; GrijicSs8bi2. 
To Retail DU PONT 
Profitably Q | ' 
$995 UiiONn 


chrome complex 


$137 Griess- Pfleger 


SEE THEM BP. PB. S. S. A. 
May 4-8-New YorkTrade ShowBldg. 
Rooms 328 - 330 beter Se 


GEORGIA SHOE MFG. CO. 


FLOWERY BRANCH, GEORGIA 
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KEEP THEM CASUAL. .. KEEP THEM cool. on 


KEEP THEM 


NEW ASG US wets FEATURE 


KENDALL FOAM FAB* 
CUSHION INSOLES! 


“Pillow Process'’ wrapped insole uti- 
lizes “FOAM FAB" combination of 4” 


: . ee latex foam on tobacco cloth. “FOAM 
Smart styling and the incomparable cushioning of latex foam BAR” to qumented te tenale haerd oder 


are combined in “Risqué” casuals by Brown Shoe Company. to wrapping operation. 
Featuring built-in sales appeals, these styles offer new 
foot comfort ... create repeat orders from satisfied customers. 


KENDALL “FOAM FAB” .. . a latex foam and fabric 

combination developed especially for insole and bottom filler 

applications ... provides superior insole cushioning in the 

“Risqué” line. “FOAM FAB?” features accurate thin gauges, 

improved densities, new cost savings. And it can be — 


used in any style or manufacturing process. KENDALL 


WRITE TODAY FOR DETAILS AND PRICES. cs saggy 
Andrews-Alderfer Division 
*KENDALL **FOAM FAB" is manufactured under Patents 


2,628,654 and 2,649,391 ond Patents Applied For. 1031 HOME AVENUE e AKRON 10, OHIO 


REPRESENTATIVES: BOSTON: Continental Textile Corp. NEW YORK CITY: Eastern Foam Fabric Co. CINCINNATI: M. Hale Company. 
NASHVILLE: Robert Porter. ST. LOUIS: Gerald D. Scott Sales Company. LOS ANGELES: Herman Schlobohm Foam Rubber & Plastics Co. 
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boi ce of the [rade 





“Never have I known of a company 
that was able to economize its way 
into a profit.” That’s how PHILIP 
J. KELLY, vice-president of market- 
ing for Calvert Distillers Company 
launched into his talk at the Sales 
Executive Club meeting. He con- 
tinued: “What we need today are 
salesmen who won't take ‘no’ for an 
answer. Where are those pioneering 
salesmen who did so much to make 
America great? Where are those cru- 
saders who knew how to sell an idea 
and get an order in the face of ignor- 
ance, lethargy, lack of public interest, 
lack of money—in fact, lack of every- 
thing except their own enthusiasm and 
belief? 





“Where are these men now? Some are 
in business for themselves or heading 
up large Generally 
speaking, they are the leaders who in- 
vest in the best personnel, give sales- 


corporations. 


men the best training, develop the 
best product and back it with the best 
advertising—and then stick to the 
program through thick or thin. 
“The inspired business leader knows 
that he cannot economize his way into 
a profit but must sell his way to a 
profit. 
“Now is the time to realize that we 
need safe men in accounting and in 
financial departments, but we need 
real merchandisers, real salesmen . . . 
men with vision, foresight and guts 
. in the sales department who are 
willing to take a chance by making a 
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spirited attack on the market prob- 
lems and are fully willing to take re- 


sponsibility for their actions. 

“Reducing advertising and selling ex- 
penses to a bare minimum until things 
are just right, is fatal. The companies 
that do will find an aggressive com- 
petitor with a younger, more hopeful 
viewpoint, who will not be so pessi- 
mistic and will capture customers and 
attain a larger share of the market.” 


oo * * 


“One of the best ways to lift this coun- 
try out of the present recession,” says 
NATHAN ROSENBERG, owner of the 
New Idea Shoe Store in East Green- 
wich, R. I., “would be for the govern- 
ment to allot forty to fifty thousand 
dollars to each town, to be used for 
some needed project. In our town we 
have a project or two that could very 
well be taken care of with some such 
appropriation. 

“Such a sum of money is not large 
but it would give work to some one 
hundred persons and the addition of 
one hundred pay checks a week to 
my town would be a big help. 

“I'd much rather see the government 
make such allotments . . . than have 
them increase the benefits for the un- 
employed. It would cost no more and 
it would be a lot better for all of us.” 


* * # 


Variations on the “Do It Yourself” 
theme . . . THE SHOE INFORMA- 
TION BUREAU OF CANADA sug- 
gests a “DO AS I DO” drive . . 
experiment with a project that would 
put all men at the fitting stool into 
that the 
stock. Retailers 


- an 


summer shoes retailer is 


carrying in could 
capitalize on a free summer shoe pro- 
motion and automatically increase 
summer shoe sales by making it easy 
and convenient for the sales force to 
wear exactly the same styles that are 


carried in the store’s stock. The Bu- 


BOOT ann SHOE 
RECORDER 





reau strongly stressed the psychologi- 
cal fact that there.is no better way to 
convince the public than through a 
“DO AS I DO” drive. The customer 
who sees a summer shoe on the foot 
of the man at the fitting stool is al- 
ready half-sold on the basic comfort, 
timeliness and foot hygiene aspects of 
summer shoes. The man who up to 





now hasn’t primarily been interested 
in appearance, can definitely be sold 
on cool, airy, foot comfort—IF—the 
retailer “tells and sells by example.” 
The power of suggestions, inside the 
store and on the street, is a strong 
factor in all selling. 
tt ood * 

“Retail trade is more stable than other 
parts of the economy” was one of the 
important and reassuring points made 
by MYRON S. SILBERT, vice-presi- 
dent of Federated Department Stores, 
Inc., at a recent National Industrial 
Conference Board meeting in Dallas, 
Texas. He said: “Some of the other 
series have already had very sharp 
moves including the production index, 
the forecasts for capital goods expen- 
ditures, insured unemployment, hours 
worked in manufacturing, overtime 
hours worked. Retail trade is affected 
by this current recession, but at a 
much smaller rate of decline than 
these other more volatile indicators.” 
He concluded: “What does the trend 
of retail trade mean for the economy 
as a whole? The fact that retail sales 
are holding up better than production 
eventually means that production will 
stop its decline and then turn up. Re- 
tail however, is not 


trade. strong 
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enough on its own te speed up this 
process. It would need to be stronger 
to turn the economy around quickly. 
Therefore, well considered steps by the 
government in strengthening consumer 
demand would be wise right now. The 
extra help of anti-recessionary mea- 
sures, if added now to the fairly stable 
nature of consumer’s expenditures, 
could provide the upward push to end 
the recession.” 
* + * 

“A company’s success is not deter- 
mined by its sales volume but solely 
by the profit which it earns on those 
sales,” says JOSEPH L. WOOD, as- 
sistant treasurer of the Johns-Man- 
ville Corporation. “Someone recently 
made the profound statement,” said 
he, “that ‘the greatest efficiency expert 
a business can have is a little ad- 
versity.’ 

“Came that ‘little adversity’ of 1957. 
Sales fell off; profit was squeezed by 
increasing costs—production as well 
as overhead. What to do about it? 
. . « This is a time not for the cur- 
tailment of sales effort but for its re- 
It’s a time for bold think- 
ing and action: for beyond-the-hori- 


doubling. 
zon-vision and for guts. . . . It is also 
a time for cutting double-breasted 
overhead down to a pea jacket; for 
getting rid of enormous waste and 
extravagance.” 


* * * 


“Truly constructive action by both 
business and government in times of 
recession is aimed at facilitating 
needed readjustments, not at prevent- 
ing them,” THE GUARANTY SUR- 
VEY of the Guaranty Trust Company 
of New York noted. 

The job of readjustment after a boom 
is not accomplished by government 
but by business itself under the pres- 
sure of contracting markets and tight- 
ening competition, the bank indicated. 
Business does this, it said, through 
reduction of excessive inventories, 
abandonment of unsound projects. re- 
alignment of cost-price relationships, 
reduction of operating inefficiencies in 
both labor and management, improve- 
ment of the quality of goods and ser- 
vices. the writing of inflated values 
down to realistic levels, and the re- 
discovery of the “lost art” of sales- 


manship. 
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Profile.... 


by ESTELLE G. ANDERSON 





LTHOUGH Henry Sauer considered making the newspaper business 
his career, he changed over to shoes without too much disloca- 
tion. He was flexible . . . but then early childhood is a time when 

decisions are not irrevocable. 

It all started when he was eight years old and had the early morning 
delivery route for the Marion (Ohio) Daily Star . . . the newspaper ewned 
by Warren G. Harding when he was senator. He even remembers fre- 
quently seeing Mr. Harding working in his shirt sleeves in the newspaper 
office. 

However, the family thwarted that ambition. In 1919 they moved to 
Mt. Vernon, Ohio. By this time, Henry was fifteen years old. He didn’t 
waste any time. Got his first job in a family shoe store . . . working after 
school and on Saturdays. He came by his interest in shoes easily. His 
paternal grandfather was a cobbler . . . made and repaired shoes in his 
“shoe store on wheels”—a horse-drawn cart. “Salesmen who think they 
have a hard time nowadays should have been around then,” Henry remi- 
nisced with a chuckle. “High top, laced up shoes were the style then,” he 
continued, “and lacing, unlacing end reboxing sure took up a lot of time.” 

The family moved to Fort Wayne, Indiana, in 1920 but Henry and his 
brother remained in Mt. Vernon for another year—to finish and graduate 
from high school. 

In the fall of 1921, he rejoined the family in Ft. Wayne and immedi- 
ately went to work as a salesman in the leased shoe department at Wolf & 
Dessauer. In less than three years, he had worked his way up to assistant 
buyer. A short time afterwards, a better job was offered to him in 
Indianapolis, Ind. He took it! 

Then followed his association with R. H. Fyfe & Company of Detroit, 
Mich., where he sold Arch Preserver Shoes from 1925 through 1931. He 
opened the Napier Bootery in Kansas City for Stanley Napier in 1931 and 
in January of the following year became manager of the Napier Bootery 
in Minneapolis, Minn. In 1934 he was made a member of the firm and 
stayed with the organization until 1941 when he went to Houston, Texas 

to join Sakowitz Brothers as ladies’ shoe buyer. “And nobody 
[TURN TO PAGE 91, PLEASE] 
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The combination slip-on and dress casual above, styled as a 
simulated moccasin, is an excellent example of fine proportioning 
and balance in contrasting colors. The brown apron is overlaid 
on a white vamp and quarter with a seamless mudguard. The top 
line is established with fine brown piping. All edges are straight 
and clean with finely stitched welts. 


This outstanding summer shoe, made even more desirable by 


hand-sewn detail, will become the “extra pair” for many not 
initially attracted to the slip-on. 


For further information write Boor AND SHOE RECORDER 
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Occasion Shoes 


by ELEANOR M. RUTTY 
Shoe Drawings by ELLY NORDEN 


Moccasin toe tongue stepin on rib- 
bed crepe sole. American Girl. 


N the fashion pages of our April 15th issue we showed 

elegant styles for daytime wear. In this story we give 

you shoes for active work-a-day hours. The styles shown 
here are encouraging signs of recent developments in 
the shoe industry. They show that shoe manufacturers 
realize that sensible shoes can be as smart as the highest 
heel dress shoes. They offer a type that is neither comfort, 
sports nor casual. And we cannot speak too highly of 
them. 

As truly as an evening shoe for formal evening wear, a 
dressy daytime shoe for afternoon-into-informal evering, 
a sports shoe for wear with country sports clothes and a 
casual shoe for the many casual costumes, this kind of 
tailored shoe, often on a low heel, sometimes on a slightly 
higher one, and often on a ribbed crepe sole, is an oc- 
casion shoe for definite occasion wear. 

There is opportunity for effective promotion of such 
shoes. In the first place they fit right into today’s pat- 


“Wunderbar,” camel and flax com- Square throat line, buckle and 
bination in plushy pigskin, ribbeg fringed tongue, on low heel, ribbed 
L crepe sole. Benchmade Cobbl¢ts. crepe sole. Enna Jettick. 





Fringed ornament with buckle in 
ostrich-textured leather stepin, rib- 
bed crepe sole. Treadeasy. 


Soft moccasin stepin on low heel 
and ribbed crepe sole. Desco. 








For 
Active Women 


Gr 







Two-eyelet tie in textured leather, 
tapered toe. Miracle Tread. 

























For big city or small town—for super-market or 





homemaker or career 





specialty store shopper 
woman—young mother or grandmother: these 
are the shoes for busy, active women, smartly 
styled for their comfort in soft leathers, often on 
comfortable, springy ribbed crepe soles and al- 










ways on low heels. 










tern of living. Granted that many women live in their cars 






and drive many places where once upon a time they 
would have walked, these same women are on their feet 


many hours of the day. Who else does the marketing and 
then goes on to other activities where she needs shoes 


keeps very busy on committees and organization boards? 2 


more formal than her sports or casual shoes? Who is ee 
the real shopper of the family? For all the family? Who ae 
Or on an active teaching or office job? ‘a 
“Monte Carlo” wing tip with J 
fringed bow in polished calfskin, ey, 


Spectator pump with wing tip and stacked leather heel. Hill and Dale 
leather lace bow. Florsheim. A 


ie 


Spectator treatment on tongue 
stepin in textured leather. A Flare 


Fit by Styl Eez. 


. 
















































Buckled strap shoe with high 
tongue, on tapered toe last and fine 
ribbed rubber matching sole, sim- 
ulated stacked heel. Domani. 











































Performance 


HERE is a combination of three 
») important factors that add up i 
to a winning play in children’s 
shoes. They are—the MANUFAC. 
TURERS and the shoes they make. 
The PARENTS and the perquisites 
they expect for their shoe dollar. The 
YOUNGSTERS and their preferences. 
When these three keys click, the result 
is complete satisfaction. 
Whichever way you look at it, the 
answer is the same. It’s all very well 
to say that children prefer adult sty]- 
ing . . . that they want a style idea 
(ill “alinidil, Setieaiuldls silat abi or gimmick that will identify them 
comb, by Child Life; Shu-Lok clo- with their own group. That’s true but. 


sure on Kali-sten-iks’ plain toe; 


Billiken’s slip-on with rising throat. at the same time, the parents (who 


generally pay for the shoes) want 
something more. They want assur- 
ance that the shoes they are buying 
for their children will PERFORM 
in fit, wear and quality. As for the 
manufacturer, each season he pro- 
duces a new line of shoes that he 
hopes will sell profitably . . . they 
must, if he is to stay in business. 
Here are some of the new children’s 





shoes. They show at a glance the fea- 





tures that manufacturers feel (and \ 
- ' 

hope) will be important for fall °58. 
[CONTINUED ON PAGE 101] i 
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{bove (left to right) 5-eyelet wing 
tip by Fleet-Air; Moccasin front 
rypes—Huth-James’ Yea Team and 
Kreider’s Boy Ranger. 2-eyelet 
by Play-Poise with Ripple Sole. 








$-e% elet, moccasin front types 
slated for importance: (left to 
right) Dr. Posner, Ruggies, Ed- ¥ 
wards, Judy ’n’ Jerry. 






and Styling in Children’s Shoes 





This year’s crop of fall shoes for children fea- 
tures lightness and flexibility and adds up to 
many important profit potentials. 















by 
ESTELLE G. ANDERSON 


Swivel and T-straps on the in- 
crease. (Left to right) Gerwinette 
in black velvet, rhinestone trim; 
Blue Bonnet’s Blue Star; Ephrata’s 
conventional strap; Little Yankee 
in red with bullet trim; Instep T- 
strap by Stride-Rite. 










Five Star’s half-bal in black suede; 
Pied Piper’s black velvet and 
smooth saddle; Edwards’ black 
and white saddle; Altschul’s gray 
pigskin bal with fringed tongue; 
Phyllis’ tobacco brown slip-on 
with chatelaine closing. 












Slimmer, narrower look in girls’ 
dress shoes. (Left to right) Sand- 
ler’s black suede with gilt trimmed 
bow and another with grossgrain 
flange; Billiken’s blue patent 
swivel; Rockingham’s Beau Teen 
in black suede. 













Square Toes 


IG news at the recent shoe fair in Bologna, Italy, was 

the square toe. Two-thirds of the 72 manufacturers 

showing approved of it and this meant men’s and 
children’s manufacturers, as well as women’s. In women’s 
evening shoes it was a soft, almost imperceptible square, 
sometimes slightly turned-up in Oriental fashion. In flats, the 
pointed toe was strong, however. Several manufacturers em- 
phasized the dagger toes with wide trimmings. 

La Romagnola echoed the general viewpoint when he said: 
“The squared-off toe will be big for at least three years. A 
radical change was long overdue. The pointed toe was be- 
ginning to date Italian production, however fancy the treat- 

[CONTINUED ON PAGE 91] 


Right: finely perforated collar accented by black piping 
on pump in white brushed leather. By Bruno Vannini 
of Bologna. 





Man’s tie in fine grained leather with sleek elongated 
toe, flattened at tip. By Bruno Zecchi of Bologna. 


Left: white calf pump with green lattice treatment and bow. Square 
toe. Right: pump in olive green calfskin with white bow, polka- 
dotted in green. Both by Girotti & Bellini of Bologna. 






Reported by LAURA C. WATERS, Milan 


Growing in Popularity 





Attractive “Y” design on low-slung instep strap 
shoe in light green velvet calf. Louis heel has 
squared base. By La Romagnola of Bologna. 





High tongue stepin with fringed strap. Natural 
color leather. Stacked leather heel. By Beba of 
Camposanto of Modena. 
















































SALES TRAINING SERIES 





HE development of footwear construction has 
been rapid in the United States. Of course, style 
factors and changing concepts of fashion and 

production have resulted in variations of the different 

types of construction. For example, the industry 

recognizes that fashion has become a much more im- 

portant factor in the women’s end of the business. 

Consequently, the heavy appearing welt constructions 

are gradually disappearing and giving way to the 

lighter footwear. Where women’s welts were popular 
before World War II, they have definitely fallen off 
in demand in 1958. Not only changes in fashion 
prompted this move, but also economic factors played 

a prime role. Costs of producing shoes that required 

so much labor were too high to continue as a profit- 

able venture. Some welt factories discontinued opera- 
tions while others changed over to different types of 
construction. 

Another reason for modified types of construction 
can be understood when we note that the typjcal turn- 
over in a men’s shoe department ran 1.6 according 
to the MOR of the National Retail Merchants Asso- 
ciation. This is a very poor showing when compared 
with other items that are sold in the soft goods field. 
Since profitable merchandising relies on good turn- 
over, regardless of volume, the men’s shoe category 
has been disappointing for many years. The experts 
agree that the welt construction of men’s footwear 
makes them sturdier and better 
them to retain their shape and to outwear other types 
of shoes. This satisfactory wear is due primarily to 


wearing and helps 


May |, 1958 


A brief description of the different kinds of shoe constructions 


to give the salesperson a better understanding of his product. 





by SEYMOUR HELFANT 


Manager, Smaller Stores Division, N.R.M.A. 


hoe Constructions 


the fine workmanship in welt factories. To increase 
per capita consumption and make the men’s operation 
a more profitable one, the industry must introduce 
lighter weights and constructions. 

In the children’s field, welt or any other type of 
sturdy construction, is essential because of the hard 
wear that these shoes must endure. Parents may over- 
look play or dress shoes that do not stand up well but 
they insist on sturdy shoes for everyday wear. 

In women’s footwear, the factories that eliminated 
welt construction, but still wanted a comparatively 
well-built shoe, gravitated to Littlkeway construction, 
which offered a lighter appearing shoe than the welt 
and was more flexible. 

To clarify the various processes, we will describe the 
Littleway construction as well as some of the others. 
The lasting operation differs from welt lasting, as 
previously described in that staples are used to perform 
an important part during this operation. The staples 
are wire and are attached in such a way that the edges 
of the wire do not penetrate the innersole, but instead 
are reversed when they come in contact with the bot- 
tom of the last. The upper and lining are attached to 
the insole by this method. The toe region is lasted with 
cement, as a means of uniting the upper with the insole. 
The heel region is lasted with tacks. 

After the lasting takes place and the excess upper 
material is trimmed, the shank and filler are added and 
the sole, which has been conformed, is cemented on 
temporarily. The outersole has already been channeled 
[CONTINUED ON PAGE 92] 
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HOE production during the first half of this 
year is expected to be slightly below the near- 
record first half total of 1957, when 305 million 
pairs were manufactured. Production for the year, as 
a whole, should equal, or be only one or two per cent 
below, last year’s record of 594 million pairs. This 


BRIGHTER FALL Seen 


by WALLACE J. McGRATH 
President, New England Shoe and Leather Association 


realistic forecast is based on the premise that shoe 
production will improve slightly during the third quar- 
ter. The fourth quarter should show a sizeable gain 
over the 1957 last quarter, when only 139 million pairs 
were made. Continued population gains should help 
to maintain retail shoe sales at current levels. 

Competition in our industry continues to be keen at 
all levels—manufacturing, wholesaling and retailing. 
In spite of this, long-range prospects appear favorable 
for the industry. Retail shoe inventories are low, and 
we believe sales are being lost due to imbalance of 
stocks and lack of proper size runs. 

Sales, in general, have held up well under good 
weather conditions. Shoes continue to be one of the 
outstanding apparel values to the consumer. 

The Popular Price Shoe Show of America, jointly 
sponsored by the New England Shoe and Leather Asso- 
ciation and the National Association of Shoe Chain 
Stores, will play an important role in increasing the 
volume of shoe business for next season. Timed for 
fall buying by America’s mass shoe market, the PPSSA 
is the trade’s great volume show for the fall and win- 
ter season. More than 6000 retailers and buyers attend 
each show. PPSSA services include fashion forecasts, 
a breakfast fashion program, a directory of volume 
shoe buyers and a listing in the official directory of 
major resources for all types of footwear. 


PPSSA To Offer Ideas. 


Lines for Intensified Promotion 


E. B. WEISS, Merchandising Director of 
Doyle Dane Bernbach Inc., nationally 
known merchandising authority, will de- 
tail opportunities for manufacturers and 
retailers at semi-annual PPSSA breakfast. 


















































ITH most industry leaders predicting that an 

upturn in shoe business will occur before the 

end of 1958, it seems inevitable that the 20th 
Popular Price Shoe Show of America will assume un- 
precedented importance as the industry’s only national 
market week. Jointly sponsored and operated by the 
New England Shoe and Leather Association and the 
National Association of Shoe Chain Stores, the fall 
and winter PPSA will take place May 4 to 8 at Hotels 
New Yorker, Sheraton-McAlpin, and at the New York 
Trade Show Building. 

Retail shoe business fell below most expectations so 
far this year with both economic conditions and ad- 
verse weather held responsible for the decline. Never- 
theless, the retail shoe industry justified its traditional 
“depression resistant” quality, performing better at the 
retail level than did many other major categories of 
[CONTINUED ON PAGE 95] 
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for Shoe Business... 


by WILLIAM M. BLACKIE 


President, National Association of Shoe Chain Stores 
Co-Chairman, Popular Price Shoe Show of America 


T one particular crisis in this country’s affairs, 
what we needed more desperately than any- 
thing else . . . was a good 5-cent cigar. 
During much of this spring season | had a strong 

suspicion that what this country needed was 99 cents 

worth of sunshine—as a step toward blowing out all 
the fog, smog, and rheumatism that put the country’s 
business on crutches these last few months. 

From Key West to Kalamazoo, the worst weather 
since Valley Forge drove both the consumer and, | 
suspect, the merchant into their holes, and only a piti- 
ful few had the impulse to come out and buy or sell. 

To be ready for the great fog-lift, I also think that 
every retail shoe merchant should be manufacturing 
some sunshine within his own mind. Our windows, our 
interiors, our stocks, our styles, our store personnel 

-and our minds—can still be hibernating with the 
gloomy weather we have been having—or we can all 
be alertly, optimistically prepared for the break in 
weather and for the break in our business. The stores 
best prepared in all these ways are going to do some 
interesting business during the days and weeks just 
ahead. 

I mention both these types of sunshine as very seri- 
ous factors—because I yet cannot find any profound 
factors that will prevent retail shoe stores from having 
a strong rally for the rest of 1958—once good weather 
has returned, and once we have let a little sunshine in 
our minds, 

Why am I so positive that good business is ahead 
for retail shoe stores? Because millions of men, women 
and children are now behind in buying shoes. Because 
millions have the money with which to buy. You your- 
seif would have a hard time finding the man or woman 
who couldn’t afford to buy shoes for themselves or for 
their children. They are spending money for luxuries 
and they are not going without shoes. The national 
economy still has a strength many times greater than 
at any other period of our history. The business is 
there. The money will be spent. The shoes will be 
bought. 

Every analysis that I have read for the last three or 
four months has reminded investors and consumers 
that the shoe business is a basic business—and one 
that does not fold up when the going gets rough else- 
where. We can’t afford to take this as a sedative—but 
we shouldn’t forget it, and we should fight for the 
business we know is basically there. 


Whatever has caused the set-back, a little of it may 
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prove to be good for us. Who can deny that lots of 
shoe retailers got pretty soft? The hard-sell may come 
a little hard for some of us, but it is going to make 
merchants out of a lot of men. I have recently seen 
more men re-appraising their operations: putting them- 
selves in a sounder long-range position, than I have 
seen in years. 

I have a strong feeling that the Popular Price Shoe 
Show of America this year may be worth more to our 
industry than the Army and Navy’s satellites were to 
the country’s psychology. From all attend- 
ance will be excellent, and both exhibitors and retail- 


reports, 


ers are rallying around this event as a major spring- 
board for retail shoe business. 

Significant groundwork also has been done by the 
National Shoe Institute’s Family Shoe Wardrobe pro- 
gram. The Look magazine impact and the nationwide 
store tie-up—all of these things helped stimulate mil- 
lions of people for an Easter parade of buying—and 
beyond that into other productive months. 

Our business long has been held back because we 
did not supply enough excitement and romance in both 
the exciting and romantic product we have to sell. I 
believe we are finally beginning to do this. Millions 
responded to the new emphasis in color this spring. 
We have got what the customer wants. 

I believe that consumer and retailer are ready for 
what it takes to make good business the rest of 1958. 
I can’t see it any other way. And with a decided up- 
swing beyond that. 
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HE style seeds were sown many months ago by 
the fashion arbiters in the women’s apparel 
field, both here and abroad, when they intro- 

duced the radically different silhouette. Chemise, 

Trapeze, Sack . . . call it what you will. : 

: p ‘ : Hook and lace on slim bal and half- 

Consumer reactions were carefully studied during bal expected to increase. 
the gestation period. Now for fall 58 comes the full es. 
harvest .. . the general acceptance of the new styles, 























in one form or another. 

The new silhouette, with its emphasis on the shorter 
hemlines and leggier look presented shoe manufac- 
turers with a challenge and an opportunity. That they 
took both in stride is clearly reflected in practically 
every line of fall shoes exhibited during the PPSSA 
Show. 

Softness, lightness, flexibility and color . . . lots of 
color ... are the important features of the shoes that 
have been designed to complement the new clothes. 
Color is the big news for fall and although black is ¢p.2ok closures continue to gain in 
still entrenched in the strong Number One position, importance. 
there is every expectation that color will cut into it to 
some extent . . . especially for the extra sale. 






Ghillie types lend themselves to va- 
riety of treatments. 














W edge heels on slim one-eyelet ties. 
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ae After black, the important colors will be—BROWN, 
iil i in many and various shadings from warm russet tones 
4 4 all the way through to true, rich browns. There has 
? been a steadily increasing interest in green. There is 
oe “ope question about reds and the splash they made. It 
ae is logical to assume that they will carry over strongly 


i 8 < for fall. Bright blue‘in “sdede cand deep naps has good \ 
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WOMEN e Casuals and Flats 


THOMAS 0. BURNS 

Sears, Roebuck and Company, Chairman—W omen’s Casual and Dress Flats 

Committee 
There is every expectation that women’s dress flats and casuals will be even more 
important in the coming fall 1958 season than ever before. Manufacturers have 
incorporated all the major style features of new patterns, lines, leathers and 
colors that are most likely to get consumer acceptance. 

In dress flats, the tapered toe is emerging as the volume last—with the 

squared, flattened toe version the one that is considered to have very good pro- 
motional possibilities. 





THOMAS 0. BURNS Pumps continue to be the Number One pattern—either plain with round, 
square or peaked throat lines; pattern pumps including stitching, overlays, 
pleating and high riding effects—or T-straps. 

Conventional heels will get some competition from the increased interest in 
a variety of new heel shapes—oval, round, grooved. 7/8 shaped heels are a trend 
to watch. 












































Suede and napped surface leathers may show a slight decrease . . . the trend 
being more towards smooth leathers and smooth grains. Ornamentation and 
colorful sock linings will give additional selling points. 





MEN 
FRANCIS C. ROONEY 


Melville Shoe Corporation, Chairman—Men’s Style Committee 





The men’s shoe industry has a product development story that should capture the 
interest of every customer. The story is lightweight construction, achieving 
maximum flexibility and softness. The ingredients are not new. They have been 
around for several seasons but for fall *58 they will get their fullest expression. 
Lasts, tannages and finishes, shoe bottoms and component parts have been 
developed and tested to create the “ease in motion”—the flexibility and lightness 
that customers so clearly want. 

Slim lasts are expected to predominate in all categories of men’s shoes for eo 
fall. These lasts are being accepted more extensively and have a definite relation- FRANCIS C. ROONEY 
ship to the soft, flexible, lightweight concept. Volume acceptance of the square 
toe is anticipated and manufacturers base their opinions on the fact that the 
square toe has had encouraging response in many areas. They report that 
retailers have ordered extensively on this new wood. 









Stitch and turn patterns have had very good consumer acceptance and are 
expected to be even better for fall 58, especially in the two- and three-eyelet 
patterns. Strap and bold buckle treatments will be important. As for bottom 
treatments, Ripple Soles are expected to gain strength and fiddle shanks are 
seen as more important next fall. 

Soft grain leathers and fine boarded surfaces which lend themselves to soft, 
slim styling will be good. For the first time in many seasons, it is felt that black 
has reached its peak and will decline in favor of brown tones. 


WOMEN e¢ Sports and Welts 
MARION MARKUS 


I'he Nobil Shoe Co., Chairman—Women’s Sports and Welts Style Committee 





Light and medium weight constructions have arrived to stay. Certainly the impact 
of these types is still on the upgrade and will remain so for the fall. 

For the back-to-school rush, these are the categories to watch and be covered: 
(1) The Bubble family, which includes the Saddles; one, two and three eyelet 
Ties; the four and five eyelet half Bal Oxfords, and the various pattern types in 


Compo and close edge lightweight construction. (2) The basic Loafers which are 





still strong. These will continue to be in the conventional constructions and, for 
the most part, on the now well-known tapered lasts. (3) The Welt type oxfords 


MARION MARKUS 
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FALL TRENDS 
As Seen By PPSSA Style Committees 


which are a poor third and confined mainly to basic saddles and growing girl 
types. 

Glove leathers, plush naps and soft tannage are still the important leathers. 
Textures in a wide variety look good and will be important. 

Colors in order of importance will be black, the medium brown families, 
gray, red—with care being necessary to delegate proper color to material. 





Pattern and construction will dictate material and color in many cases. 


CHILDREN 
TIMOTHY P. WELCH 
G. R. Kinney Corp., Chairman—Children’s Shoe Style Committee 





The continued popularity of the lightweight, flexible close edge “fad” styling 
will be the most pronounced trend in Little Girls’ shoes this fall as school opens. 


The bubble saddle will take its place as a “regular” in the line and we may 


expect variations of this shoe through the use of ribbed soling, “hook-and-eye” 

treatments and variety in the shape of the saddles. The bal patterns (Gumdrop, 

etc.) will be strong contenders for top place in the back-to-school shoe selection. 

Look for the “T” strap influence and the use of gimmicks and closure devices 

(particularly the Shu-Lok) on established patterns. Obviously the conventional . 

oxfords, straps and loafers will continue to decline as a result of this trend. TIMOTHY P. WELCH 
The Young Miss will continue to swing to the more tapered toe look in 


dress shoes, just like her mother and big sister. Swivel straps will continue 
strong, and the “T” strap will climb in popularity as pumps decline. Bows and 
vamp overlays will provide the most popular vamp ornamentation. Black will be 
the number one color with no close contender. 

In Little Boys’ shoes the new interest will center on the “stitch and turn” and 
also on the adult tapered toe “continental” styling. Dirty buck will receive a 
good lift this fall. Shu-Loks will continue very strong. 

So strong are these trends that even our infants’ lines will reflect to an 
increasing degree the style consciousness of the American youngster today. 


WOMEN e Dress 


JOSEPH CRAMER 
Wohl Shoe Company, Chairman—Women’s Dress Shoe Style Committee 





Fresh new styling trends key to Fall Fashion Footwear! 

SILHOUETTE—will be closed! Definitely! Operas still No. 1 . . . but new, 
refreshing closed silhouettes (1) the “T” (2) The “Instep Strap” (3) The “Open 
Shank Mule.” 

LASTS—tTapered and Needle now universally accepted! Trend to needles 
increasing especially on “new closed silhouettes.” 

HEELS—Still on a diet . . . Thinner than ever for two reasons: (1) More 
flattering (2) The development of unbreakable heels. Mid-heels continue fast 

JOSEPH CRAMER climb in importance. 

MATERIALS—Decided increase in calfskin sales . . . early! This growing 
trend will reach peak this fall. Particular interest in delicately grained or boarded 
surfaces. Regular suede, in black, still No. 1, but confined to Operas and very 
dressy treatments. Silk Suede . . . Big news in volume priced shoes . . . Terrific 
colors. 


COLORS—Black . . . as always No. 1 but the Brown family, from light 


neutrals to dark, showing greater strength than the past few years. Red and Greens 
seem good promotionally—particularly the off-beat greens and neutrals. 


CONSTRUCTION—Tremendous interest and sales potential in “soft flexible 
lighter-weight dress shoes. 


May |, 1958 














And How 











Cross-section of shoe at toes. 
box toe hold dome of box toe intact, giving freedom 
and protection for toes. 


Strong side walls of 


HE style focal point of the shoe is usually the 
toe. This is generally the part of the shoe that 
first catches the eye. 

The fit focal point of the shoe is also usually the 
toe. This is the key “touch” point of the shoe. 

What determines the shape—the style and fit—of the 
toe? The last. 

But what holds the shape—retains the original last 
contour and fit value—of the toe of the shoe? The 
box toe. 





Thus the box toe, even though it’s a “hidden” part, 
plays a vital role in the style and fit of the shoe. How 
it plays this role should be of major importance to 
































































Pressing down on soft box toe does not injure it. 
Toe returns to original shape. Regano Box Toe Co. 


Whats In A Shoe 








To Sell It 


by WILLIAM A. ROSSI Field Editor 








In inferior box toe, side walls weaken (perhaps due 
to chemical fatigue or excessive moisture). Dome of 
box toe collapses, causing irritating friction against 
top and sides of toes. 


anyone who makes, fits, sells or wears shoes. 

What’s a box toe? Basically it’s a toe stiffener. For 
example, if there were no box toe, the toe of the aver- 
age shoe would collapse and look ungainly because 
there isn’t enough “body” to the leather and lining in 
this area to hold up the toe of the 
some exceptions, of course, such as 


There are 
when the leather 
hold the original 
toe shape without reinforcement. But in most instances 


shoe. 
is heavy and has “body” enough to 


a stiffener or reinforcement—the box toe—is an essen- 
tial part of the shoe. 

Actually, the toe of the shoe is a “lamination” of 
three layers. Top layer is the upper leather; bottom 
layer is the lining; and sandwiched in the middle is 
the box toe. These three parts are cemented together 
to form a dome-like unit that conforms to the shape 
of the last. 


Types of Box Toes 

Basically, there are only two kinds of box toes: hard 
and soft. When we refer to “semi-soft” or “semi-hard” 
box toes, or rigid and flexible, we simply mean a vari- 
ation of the hard or soft variety. Most box toes, how- 
ever, are specifically hard or specifically soft, and few 
fall in the “semi” area between. 

It’s estimated that about 425 million pairs of box 
toes are used in our shoes yearly. This breaks down 
into an estimated 40 per cent soft box toes, and 60 
per cent hard (including a very small percentage of 
steel safety box toes.) 

In women’s shoes, about 60 per cent are of the soft 
variety, 40 per cent hard. In men’s shoes, it’s 70 per 
cent hard toes, 30 per cent soft; and in juvenile shoes, 
about 40 per cent soft toes, 60 per cent hard. About 
175 million pairs of shoes (nearly 30 per cent of the 
total output) have no box toes at all. These consist 
mostly of unlined types using heavy leather, or strip- 
ping sandals, and other types where a box toe. by 
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Box ‘Toes 





The focal point of the shoe for both style and fit is the toe. That is why the 
box toe is such an important “hidden” part. It holds the toe in its original shape. 





Sound box toe retains original shape of last at toe, 
assures ample toe room and correct fit for life of shoe. 


virtue of the type of leather or style, is unnecessary. 
(Note: many open-toed shoes use a box toe of special 
design—less “full” than regular box toes, but acting 
on the same principle, to hold the dome shape of 
the toe.) 

The type of shoe often determines the kind of box 
For example, women’s dress and novelty 
shoes are divided about 50-50 on hard (actually semi- 


toe used. 


Flat box toe (pre-cut blank) showing form and ap- 
pearance of box toe before insertion into shoes. 


hard) and soft box toes. But on needle-toe styles the 
box toe is usually of the semi-hard type to give needed 
reinforcement to the narrow toe walls. About 80 per 
cent of women’s flats use soft box toes (except where 
the toes are very pointed). 
patent leather shoes the box toe is either hard or semi- 
hard because of the firm under-pinning needed by this 
leather to prevent it from cracking or wrinkling. 
Infants’ shoes either have a soft box toe or none at 
all. However, when the first-step-shoes stage is reached, 
the box toe is either soft or hard. In Stitchdown shoes 
it’s usually a hard box toe, while California process 


In women’s and girls’ 


shoes use mostly a soft box toe. In the case of many 
moccasin or loafer types, some use no box toe at all, or 
merely a “rim” of box toe around the edges—because 
the leather is heavy enough to be self-supporting. Most 
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Inferior box toe collapses at dome due to inability 
to withstand foot moisture and heat. Result is same 
effect as a short shoe. 


men’s shoes use hard box toes, though there’s an in- 
creasing trend toward the semi-hard and soft types, 
particularly with Continental-type shoes. 


Materials Used 

The box toe starts out as a flat, pre-shaped, soft 
piece of material. Its basic materials and impregnated 
chemicals, plus the processing after the box toe is 
inserted in the shoe, determines whether that box toe 
will end up as a hard, semi-hard or soft box toe. 

Box toes come in about seven different weights, to 
fit to any kind of shoe or shoe requirement. Fre- 
quently, the lighter the upper leather, the heavier the 


Photo shows car rolling over shoe with soft box toe. 
Toe instantly returns to original shape, without dam- 
age. Regano Box Toe Co. 


box toe, and vice versa. And there are many different 
kinds of materials or combinations, plus different 
processes, used in making box toes. Also, there are 
two basic “shapes” to box toes—wing tip and straight 
tip. The wing-tip type is used on most shoes except 
straight-tip patterns. 

[CONTINUED ON PAGE 83] 
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TEACHER’S PET 


NORTHWOOD 
See the new rubber line. 
You'll like the TEACHERS 
PET. Here is a boot that 
is building top sales 
volume. The NORTH- 


WOOD, with thick argo pile 
fl OW lining is tops in the heavy 
duty line. The LITE 


LITE 4-BUCKLE 4-BUCKLE in men’s, boys’ 


a fl (| and youths’ sizes is popularly 
priced for large city sales. 


plastic too 


Take a look at these two new 
plastics — women’s styles 
are also available. You can 
see both the complete 
plastic and rubber line 

at the PPSSA — May 4-8 
New York Trade Show Bldg. 
Rooms 434-435-437 


Growing Girls 
Teens - Tots 
Available in Scarlet, Tots 


Black, Brown or White ™ % Available in White 
or Scarlet 


ROOMS 435-437 7 ROOM 434 
T E == zparwenwekaknnk nn 


i ATIONAL 


TRANSPARENT PLASTICS COMPANY 
RUBBER co. hie 
Springfield, Mass. 


ROCK ISLAND, ILLINOIS DIVISION OF 
NEW YORK OFFICE and WAREHOUSE 330 Broadway, New York 7,N Y THE SERVUS RUBBER CO. 
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June Weather 


June is expected to be cooler than usual in most places. Eastern 


Canada, Georgia, Alabama and California will probably be dry. 


OST of the country is ex- 

pected to average cooler 

than usual in June. Only a 
narrow strip along the Atlantic Sea- 
board and those states west of the 
Rocky Mountains will be slightly 
warmer than normal. Relatively wet 
conditions are forecast in Virginia, 
southern Florida, parts of the South 
Central and Rocky Mountain States 
and the extreme western sections of 
the Northwest. Eastern Canada, 
Georgia, Alabama and California will 
be generally drier than normal. The 
following is a more detailed forecast, 
by region: 


Area I: Northeast 
Temperatures are expected to aver- 
age within one or two degrees of nor- 
mal throughout the Northeast and ap- 
proximately three degrees above nor- 
mal in eastern Canada. Rainfall will 
be above normal in Virginia, slightly 
below normal in the Mid-Atlantic 
States, and noticeably drier than usual 
in northern New England and also 
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in the eastern part of Canada. 


Area Ii: Great Lakes 


Southern portions of this region will 
average two to four degrees below 
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normal while Ontario Province and 
northern sections of Michigan and 
Wisconsin will be slightly warmer 
than usual. Wet conditions are fore- 
cast for parts of West Virginia, Ken- 
tucky and Qhio. 


will average 50 to 75 per cent of nor- 


Elsewhere, rainfall 


mal and much drier than last year. 


Area III: Southeast 

Southern Florida will be very wet 
in June, Miami, for example, will 
record nine or ten inches of rain 
about 150 per cent of normal. Other 
sections, particularly Alabama, will be 
drier than usual. Temperatures will be 
close to normal along the Atlantic 
Seaboard and three or four degrees 
below normal in Tennessee and north- 
ern sections of Alabama and Missis- 
sippi. 


Area IV: North Central 
Practically all sections of this ex- 
pansive region will be cooler than 
normal. Montana and the Dakotas 
will average one or two degrees 
[CONTINUED ON PAGE 101] 
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— PLUS — 


Sports Afield Fast Food 

Coronet Modern Beauty 
Today's Health Barber Shop Journal 
Playboy V. F. W. Magazine 


TIE-IN! CASH IN! BIG 
RIPPLE® Sole 
CONSUMER CAMPAIGN 


(OVER 116,000,000 IMPRESSIONS 
NOW BACKS UP MORE THAN 
$3,000,000 IN NATIONAL 
PUBLICITY) 





SEE RIPPLE® Sole Exhibit 
PPSSA SHOW 


Room 404 
New York Trade Show Bidg. 











GIVES YOU ALL 
THESE EXTRA 
SELLING ADVANTAGES! 


Don't be confused by corrugations, krinkles, waves, cleats, etc. ONLY 
RIPPLE® Sole's rounded, tapered rubber ‘‘cushions’’ SCIENTIFICALLY 
OFF-CENTERED AND INCLINED REARWARD give you THIS 
EXCLUSIVE ACTION: 
1. As you take a step, REARWARD-ANGLED ‘‘cushions"’ depress, 
easing you gently down AND THRUSTING YOUR FOOT 
FORWARD. 


2. As you lift your foot, stored energy PROPELS YOU FORWARD 
AGAIN. 


Tests prove ONLY RIPPLE® Sole 
The Shoe that Walks for You 
V/V Absorbs walking shock 
VV Lengthens stride 
VV Balances weight 
V/V Provides better traction 
Why take substitutes or imitations when you can sell genuine RIPPLE® Sole, 
the proven sales-getter with these positive selling advantages? 


Write for list of manufacturers 

(over 175) now offering distinctively-styled RIPPLE® 
Sole Shoes for men, women, children also — 
Ask for your Free Sales Aids Brochure 


*TM — RIPPLE SOLE CORP. 


Manufactured in U. S. A. under license from 


RIPPLE SOLE CORPORATION 


RUBBER COMPANY 


NASHUA, N. H. 
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Retail Trade 








March-April Sales Near 
°57 Totals in St. Louis 


ALTHOUGH St. Louis retailers 
are not jubilant over March and 
April sales many of them are find- 
ing that their two months totals 
are not far off last year’s figures. 
Women’s departments and chains 
selling in the $11.95 price area re- 
port gains in pairs and dollars over 
last year. 

Three warm and sunny days early 
in Easter week brought shoe depart- 
ments and stores to life. The Sat- 
urday preceding Easter, looked for- 
ward to so earnestly by suburban 
dealers, was a fiasco. Tornado warn- 
ings kept families nearer to the 
basement door than to the family 
shoe store door. 

The bulk of women’s spring dress 
shoe buying has been in closed 
black patent pumps, untrimmed, 
tapered toe, high thin heels; closed 
black patent and red patent trimmed 
pumps, needle toes, on mid-high 
heels; red calf T-straps, both closed 
and open, on mid-heels primarily; 
and black patent open toe and heel 
sandals on mid-heels. 

Prominence of mid-heels, dealers 
say, is a reflection of the excellent 
volume of chemise and sack dresses 
being sold in ready-to-wear. 

Chains and department store 
branches in St. Louis county have 
noted good response to printed fabric 
T-straps and closed pumps in shades 
of yellow-orange, blue-green and 
pink-red. Although these patterned 
pairs require sold colored outfits to 
accessorize, demand for them has 
been lively. Demand for coordinated 
bags of matching silks has followed 
logically. 

Although black patent reigned 
supreme as number one leather, red 
in calf, patent and brushed textures 
has gone well for almost every 
dealer. Looking pretty at Scruggs 
Vandervoort Barney is a _ Jerro 
printed straw T-strap on high white 
calf heels. Also of white calf, the 


T is twisted for extra femininity. 
The straw vamp is printed in deli- 
cate shades of green, rose and blue 
for a lovely lady effect. 

Men’s business has been helped 
by widespread sales of casuals and 
casual types. One bone-white stitch 
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and turn vamp three eyelet oxford 
on red rubber sole is reported by 
one men’s chain as moving in vol- 
ume. Bone-white is heralded for its 
go with everything qualities. 

Rubber soled canvas playshoes are 
picking up in volume as summer 
approaches. They are moving in 
all categories. In special footwear, 
spiked baseball shoes and_ track 
shoes are getting heavy play. Poten- 
tialities of roller skates are being 
closely watched, with the Mark Stein- 
berg Memorial Rink in process of 
changing over from ice skating to 
roller skating. 

At least one suburban high school 
has gone wild over white fringe- 
trimmed moccasins with beaded 
vamp. Soft soled and semi-soft soled 
pairs are walking off dealers’ shelves. 


* * * 


Hot Weather Wear Sales 
Seen Growing in Chicago 


LATE spring and summer shoes 
are gradually becoming a factor in 
Chicago retail selling. Patents are 
the top shoe in pumps now, and will 
continue at the top as sandals for 
another month or so. But, prefer- 
ence is swinging to the beige and 
bone tones, spectators, straws, and 
prints. 

There will 


be more aggressive 





style promotion of women’s shoes 
from now through June than ever 
before. One major store plans large 
advertisements practically every day. 
Children’s sandals are getting early 
play, but heavy emphasis from late 
May on will be on novelty canvas 
types. The men’s field will see con- 
centration in moderate priced light 
weight casuals. 

Most stores emerged from Easter 
with higher volume than had been 
expected. However, a final survey 
indicated the pre-Easter business on 
the whole was equal to or about five 
per cent below last year. Some 
stores which promoted values ag- 
gressively had definite gains. 

Inventories are high, but not ex- 
cessive. They are higher than a 
year ago on high priced women’s 
style shoes, the better children’s 
shoes, and top grade men’s. But, 
they are down in the women’s 
$12.95-$14.95 style shoes, $8.95 to 
$10.95 casuals, and children’s in the 
$5 and under range. There have 
been some shortages in these cate- 
gories. 

Continued cool weather has helped 
prolong the sale of closed-up pat- 
ents, as well as Navy calf. Light 
shoes don’t move much in this part 
of the country until May anyway. 
Reds are extremely active in style 

[CONTINUED ON FOLLOWING PAGE] 








Only 1. Miller could create mutations in leather... 
an exclusive, new concept of color-ways with 
shoes—this, achieved by a permanent blending of 
three light-darker-darkest tones melting 

into one shoe. The perfect pick-me-up to prints or 
plains, a twenty-four hour delight. 28.95 

April Is I. Miller-Mutations Month. 





ff. 


PRATT at TRUMBULL STREET — HARTFORD 
WEST HARTFORD CENTER 














New color and tone—described as a "mutation in leather"—is achieved by blending 
three tones into one shoe. This ad is one of a series by |. Miller for Miller-Muta- 
tions month. Harry Fleischer's, Hartford (5 cols). 
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Retail Trade 





stores. Pastels are expected to 
bounce back in sales, whites will 
probably sell moderately, spectators 
will be in the picture, but not strong. 
Mesh and straws in dark and light 
colors will probably be volume shoes. 
Soft crushable leathers are favored 
in casuals. Canvas casuals may sell 
better than usual, cutting somewhat 
into moderate priced leather goods. 

There’s an important change in 
shopping patterns. Customers are 
more cautious. They buy shoes as 
needed or if they are new or novel 
enough to spark enthusiasm. The 
moderate price and budget depart- 


ments show more activity. 
* * * 


Optimism Is the Rule 
Among Boston Retailers 


MOST Boston shoe retailers are 
optimistic. Business on days when 
the weather is good shows a healthy 
increase for some and even figures 
for others. Inventories are in balance. 
Re-orders have been placed for 
spring shoes, as well as late orders 
for summer footwear, mostly whites. 

At the Boston store of Bonwit 
Teller in the Back Bay shopping sec- 
tion, it was reported that while 
March and April sales to date had 
not quite wiped out the deficit in- 
curred in February, the prospects 
for the remainder of the year look 
good. In mid-April there was noted 
a “very good” demand for black calf, 
followed by black patent. Sales of 
red were said to be increasing but 
navy blue was off compared with 
1957 figures. Best selling pattern at 
this store has been the pump, not 
the plain pump but styles with in- 
teresting detailing such as_ that 
achieved by vamp ornamentation of 
several kinds. 

The Solby Bayes store, 45 Winter 
Street, reported the first three 
months of the year showed a gain of 
two and one-half per cent, and that 
business on Easter Saturday, one of 
the two fair days during Easter 
week, was the best the store had had 
in eight or nine years. 

“Retailers who bought for this 
year in anticipation that business 
would be at least as good as last year, 
perhaps a bit better, are now in 
better shape than those who cur- 
tailed,” it was commented. “They are 
losing sales because of inability to 
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get quick delivery of needed re- 
orders. Manufacturers, at least many 
of them, cannot make delivery in Jess 
than six to eight weeks.” 

This store has experienced a big 
demand for black patent, black 
meshes, bone beige and blue, the 
latter of which has been “coming up 
fast.” Patterns include pumps, ties 
and casual types. 

The Joseph Antell store at Zero 
Newbury Street finds that to date 
the year as a whole is about even 
with last year and looks foward con- 
fidently to a decided improvement. 
Blue calf and black patent have been 
the best selling colors to date, fol- 
lowed by red and benedictine, some- 
times known as amber. These two 
colors have contributed about ten 
per cent of the store’s volume. Also, 
there has been an encouragingly 
early call for summer types, both in 
dress shoes and casuals. 

The R. H. Stearns Company re- 
ported a gain in women’s shoes. 
Navy, black patent, red and bone 
have been the best selling colors in 
women’s shoes and, while pumps 
have contributed most of the volume 
to date, T-straps are good and are 
expected to be better later. 

An increase of five per cent in the 
advertising budget is being depended 
on by Curtis Enna Jettick to push 
volume ahead of last year. So far 
this year, sales have about equalled 
those of 1957. Black patent and black 
mesh styles have been selling well. 
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Beige and navy are tied for second 
place and red is becoming increasing- 
ly active. About 75 per cent of this 
store’s business has been done on 
pump types carrying an 18/8 heel. 
Straps and ties account for the re- 
mainder. 

Women do not curtail their Easter 
buying because the weather is bad, 
but merely shift their buying activi- 
ties to stores nearer home, according 
to figures released in mid-April by 
the Federal Reserve Bank of Boston. 
The figures show that during the 
week ended April 5, Boston depart- 
ment stores reported sales gains of 
only one per cent, whereas suburban 
department stores were up 38 per 
cent. It should be noted, of course, 
that these are over-all sales figures 
which will not be broken down into 
merchandise categories for at least 


a month. 
* * * 


Weather, Traffic Fair 
Volume Poor in New York 


SHOE retailers in New York were 
reconciled to the fact that Easter 
business—for whatever reason—did 
not come up to expectations. They 
did, however, expect that selling 
would accelerate during the post- 
Easter weeks. But their optimism 
did not materialize by the middle of 
April and beyond. Although the 
weather improved and traffic in- 
creased to some extent, selling did 
not pick up appreciably. 

Merchants have been trying to 

[CONTINUED ON PAGE 105] 





The dark-bright pump 





Apparel Solon, 98.95). Shown: 

the high-heel pump with silver 
chein sproy, 29.95. Mid-heel 

tipped with fleur-de-lis, 30.95. 
Shoe Selon, Downtown 


Thep Setewt Bewntows ond Guligate tonight HH ¢ 


The “dark-bright pump" is promoted through a tie-in with the increasingly accepted 
chemise. At right is the high-heel pump with silver chain spray, at left the mid- 
heel tipped with fleur-de-lis. By Newton Elkin. Sakewitz, Houston (7 cols). 
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CELLINI SHOES, INC. 
NEW YORK * PHILADELPHIA 


Surface contrast in Cellini’s Marlin . . . Fashion interest 
focuses dramatically on rich Surpass black Suede with 
discreet Grosgrain V insert and tiny bow .. . slender elegance 
on the new pointed toe Amour last with slim 2 1/8 heel. 


Member Kid Leather Guild 


Surpass Leather Company 


10TH AND WESTMORELAND STREETS PHILADELPHIA 40, PA. 
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Perry Como says: 
you'll sell ‘em 


"cause 
I'll tell ‘em, 
“When 
Lanol-White’s on... 


dirt’s gone” 


| 
ESQUIRE 


baat 
white 


FOR ALL WHITE SHOES 


ESQUIRE SPONSORS COMO 
ALL SUMMER LONG:-NBC-TV 


...and for your 
Scuff-Kote ) customers 


ao ee 













Already established as America’s Number One White Shoe Polish, 
ESQUIRE LANOL-WHITE is going all out this summer to make your 
white polish sales even bigger! On program after program, more than 
44,000,000 viewers of the top-rated Perry Como Show will be shown 
and told how easy it is to get white shoes really clean with ESQUIRE 
LANOL-WHITE —the white shoe cleaner that doesn’t hide dirt, but 
actually removes it! So don’t get caught with your stocks down! Make 
sales while the sun shines by ordering ESQUIRE LANOL-WHITE now! 


ESQUIRE LANOL-WHITE 


America’s Biggest Selling Quality White 


Product of Knomark Mfg. Co., Inc., Brooklyn, N. Y., Makers of ESQUIRE BOOT POLISH 






















SUPER-WHITE 
SKUFF-KOTE 
made especially for 

children’s scuffed, extra- 

hard-to-clean white shoes. 


e@eeeeeneeeeaeneaeaeeaeneneneneaeaeene? 
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PPSSA Fashion Almanac 
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For the coming season, pumps will 
continue to be the leading silhouette 
... and the new “chemise” look gives 
strap and tie patterns their strong- 
est opportunity for consumer accep- 
tance. The narrower lasts, both ta- 
pered and pointed, continue in prac- 
tically every category from dress to 
casuals and play shoes. As hemlines 
go higher, heel heights come down. 
They are bound to in order to keep 
the “balance.” 

Leathers, with new boarded ef- 
fects that have just a suggestion of 
surface interest, are being sampled 
widely and the silky, two-way suedes 
. .. promoted and well accepted this 
spring ... are expected to increase 
in popularity for fall. 

Fabrics, too—especially prints on 
dark backgrounds—will get a good 
play. Colorful sock linings, orna- 
mentation that becomes an integral 
part of the shoe, are but a few of 
the features that will give added eye 
appeal to the new shoes. 

In men’s shoes, the continued em- 
phasis is on slimmer lasts and pat- 
terns that carry out the concept of 
softness, lightness, flexibility that 
consumers have learned to accept 
and appreciate. To insure the avail- 
ability of these qualities in men’s 
shoes, manufacturers have, within, a 
comparatively short time, introduced 
new equipment and are ready to pro- 
duce full cemented constructions, 
similar to those used in women’s 
footwear, as well as adaptations and 
variations of the process. 

Slim, narrower lasts, lighter con- 
structions, color, leathers and mate- 
rials that parallel the important fea- 
tures in the adult lines are carried 
through in children’s shoes. In grow- 
ing girls’ and misses’ shoes there 
seems to be a preference for the 
swivel straps. They are slated for 
first position. T-straps have been 
gaining steadily and will continue to 
be very important. Black is the best 
color and will appear most frequently 
in patent, smooth leathers, suede... 
velvet for holiday selling. 

Manufacturers of boys’ shoes an- 
ticipate an appreciable increase in 
the acceptance and sales of stitch 
and turn types, as well as moccasin 
front and plain toe patterns. Shu- 
Loks will gain and be seen in a va- 
riety of patterns. 
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What’s in a Shoe 
and How to Sell It 


[CONTINUED FROM PAGE 75] 


A variety of materials are used in 
making the different kinds of box 
toes. For hard box toes, polystyrene, 
a colorless chemical, is the most com- 
mon material used today. Ever see 
a Gillette razor case—a transparent 
hard plastic? That’s polystyrene. 
This chemical came into use in about 
1949, but in the past three or four 
years has had a rapid rise. For one 
thing, it enabled the cost or price of 
solvent-type or hard box toes to be 
cut by about half. Thermoplastic, 
which formerly was the dominant 
material for hard box toes, is still in 
considerable use, particularly in 
women’s novelty and flattie - type 
shoes. Thermoplastic is a hot-melt 
resin impregnating a felt or flannel 
base material. 

Other materials used for box toes 
are celluloid or pyroxolin, cork, rub- 
berized felt, buckram and leather— 
though none are as important today 
as previously. 

The box toe begins as a piece of 
base material—a woven or non- 
woven cloth (flannel, felt, nylon, 
Pellon, perhaps even paper, etc.). 
This base material is either coated 
or impregnated with latex or resin 
or some other chemical—depending 
upon the type of box toe desired. A 
thoroughly impregnated material is 
better than a coated one, and gives 
the box toe better quality and longer 
life. 

All this preparation of the mate- 
rial is done by machinery. The base 
material, on large rolls, is unrolled 
into a “bath” of chemicals, then 
dried. With some additional process- 
ing it is ready for shipment to the 
manufacturer. The larger shoe man- 
ufacturers buy this processed mate- 
rial in these large rolls, cut their 
own box toes as needed. Smaller 
manufacturers usually buy the box 
toes pre-cut. 

An important operation in the 
making of box toes is the edge-skiv- 
ing or searfing. This gives a fine, 
feather edge to the box toe, prevents 
ridges from showing through on the 
upper or pressing down through the 
lining onto the foot. Just about any 
degree of resilience can be incorpo- 
rated into the box toe, as desired. 
Resilience (stiffness or softness or 
“bounce’”’) depends upon the materi- 


als used and chemical treatment ap- 
plied. 


How Applied in Shoes 


The cut box toe “in the raw” is a 
flat, soft, half-moon-shaped piece of 
material. This is inserted between 
the upper and lining at the toe. Its 
surfaces are cemented to create an 
adhesion that results in a three-part 
lamination of upper, box toe and lin- 
ing. The box toe is very thin—from 
1/10th to 2/100ths of an inch in 
thickness. 

Now the shoe is lasted. The box 
toe conforms perfectly to the toe 
area of the wood last in the pulling- 
over operation. Shortly after the 
box toe is inserted a chemical action 
begins to take place, due to the chem- 
ical ingredients in the box toe. This 
“activation” is a hardening process. 
That is, the box toe converts from 
its flat, soft form to a pre-deter- 
mined degree of stiffness. This stiff- 
ening process usually takes from six 
to eight hours, depending upon the 
material and stiffness desired. 

The proper fit of a box toe is very 
important to the shoe and the wear- 
er’s satisfaction with the shoe. A 
box toe fitted too long (either the 
wrong size or improper application) 
may result in the edge cutting into 
the foot at the vamp. If fitted too 
short, the dome of the box toe may 
collapse and damage the appearance 
of the shoe at the toe. 

What causes the box toe, which 
starts as a soft, plastic-like form, to 
harden? It’s the solvent of chemical 
impregnated in the material. The 
solvent evaporates. As it evaporates 
the base material (now in new chem- 
ical form) hardens. And because it 
hardens while over the last it takes 
perfect shape to the toe portion of 
the last. All hard box toes are sol- 
vent-activated and belong to one of 
three chemical families: polystyrene, 
thermoplastic, or pyroxylin—and in 
that order of popularity or use. 

The soft box toe has risen swiftly 
in popularity over the past six or 
eight years in women’s shoes, and 
over the past couple of years in 
men’s shoes. An increasing number 
of juvenile shoes are using soft box 
toes. This has been due to the en- 
larging trend toward light-soft-flexi- 
ble footwear. It has also been due 
to the important technical develop- 
ments resulting in greatly improved 
soft box toes. Formerly, a soft or 

[CONTINUED ON PAGE 98] 
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August 25 issue, on newsstands August 21. 
Complete tie-in material available. 


Patty 


Brown, Red, and Grey 
smooth, Biack suede. 
Matching Vuicrepe sole. 
white trim. Talon lock. 
Goodyear weit. 

Child's, misses. 


(lassmate 


best name wn children’s shoes 


High chair to high school—a complete line of 

children’s shoes styled ahead of their class : . ly THE 

and backed by an in-stock service you can / I 
count on...Milwaukee quality and fit, of course. ASSIN a, i 
$4.95 $5.95 $6.95. some nigher. had A SHOE 


x . ~ Page 4 Milwaukee 12, Wis. 
If there’s no Classmate dealer in your trading area, you’re invited to write Ideal Shoe Mfg. Co., New York office, 47 W. 34th 





Boot and Shoe Recorder 





Manufacturing -Markets 





St. Louis 


THE pace of production remains spotty for St. Louis pro- 
ducers. Since so many types of shoes come out of this 
area, any April report usually runs the gamut from “ex- 
cellent” to “gloomy.” 

Manufacturers checking Easter results on a nationwide 
basis are finding that sales in general were a little lower 
than the comparable period of last year. Unfavorable 
weather is pointed to as the determining factor between 
good business and bad. Where weather was favorable, sales 
exceeded last year’s figures by a considerable margin. 

Some producers are pulling in and retrenching because 
of the reduced activity at the consumer level. International 
Shoe laid off about 250 employees in its three St. Louis 
warehouses. This cutback, however, was listed as “sea- 
sonal,” since customers had received all of their Easter 
merchandise and orders for fall and winter lines were not 
ready for shipment. Some producers also shifted to four 
day work weeks. 

Major St. Louis general line houses are watching with 
interest the development of, and experimentation on, the 
New British vulcanizing process which promises practically 
waterproof leather footwear. With working men becoming 
increasingly style conscious, a large share of today’s safety 
shoes come in moccasin types, wing-tips and even saddle 
oxfords and dirty bucks. Worn first as dress shoes, they 
are relegated to work-day pairs when they become scuffed. 
To waterproofing, the safety shoe construction would add 
marvel to marvel by making them even more all-purpose 
than they now are. 

Spring advertisements with a total readership of 11 mil- 
lion are currently being run in national magazines by 
International Shoe Company. Radio commercials in 43 
markets are supporting sections of the national advertising 
program. 

Brown Shoe Company’s Pedwin Sportscar contest which 
closed on April 15 is reportedly one of the largest tie-in 
promotions ever attempted by a shoe manufacturer. A total 
of 750 dealers tied in with the contest. Response was ex- 
cellent, spokesmen say. 


New England 


C onDITIONS remain spotty in the New England shoe 
industry. Some manufacturers of women’s shoes, princi- 
pally those making lines of casuals, have enough orders on 
hand to justify full-time operation. Many, however, have 
not and are operating on a short-week basis. All are hop- 
ing, and some expecting, that business will be written in 
good volume at the Popular Price Shoe Show which opens 
in New York on May 4. 

They point to the heavy sampling done at the recent 
Advance Fall Shoe Market Week in Boston as an indica- 
tion of buyer interest. They are also encouraged by reports 
ef good Easter business in many parts of the country. Also 
encouraging has been the receipt of orders for white shoes. 
Most of these orders, it is noted, have been from sections 
which have widely diversified industries. 

Men’s dress shoe factories are also badly in need of cut- 
ting. Those with in-stock departments have been somewhat 
busier than companies which depend entirely on make-up 
business. Better conditions, however, prevail in work shoe 
factories which have picked up a fair volume of business 
since April 1. 
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The seasonal post-Easter lull is about over in the chil- 
dren’s segment of the industry. Manufacturers are confident 
that forthcoming orders for fall will keep them comfortably 
busy for some time to come. 


Los Angeles 


PRODUCTION is currently at a much faster pace than 
it has been for some months past. Perhaps there is some 
feeling of desperation among retailers; that if they don’t 
go ahead and order they won't have anything at all to sell 
in late summer. 

The forthcoming Fall Market Week, scheduled for May 
18-21 at the Alexandria, Biltmore, and Haas Building, is 
also occupying a lot of the manufacturer’s time. Basic 
lines are, of course, set, but last-minute variations keep 
occurring to designers and hurry-up pilots are being made. 
It is expected that the show will bring forth a new trend; 
high fashion shoes emphasizing the mid-heel height. A 
few sneak previews have turned up a surprising number 
of entrants in this category. 

In spite of talk of recession and reduced sales, it is 
notable that there is no general feeling of gloom. Amaze- 
ment, perhaps, that material and labor costs can continue 
to rise while volume is falling off and a depression is 
shaping up. No question, however, but that cheapie houses 
geared to small profits and big volume are hurting; rising 
costs are gobbling one end of the stick while the termites 
of reduced volume gnaw at the other end. 

However, nobody is going broke. No one admits to 
being more than 15 per cent behind this month last year, 
while some are definitely ahead. A good example is Foot- 
gloves; makers of an unusual type of very soft foot cover- 
ing that can be used for everything from a bedroom slippe: 
to a pool or casual shoe. It is made from soft glove leather 
with a foam rubber insole. 

Owners Joe Krause and Harry Podos admit demand far 
exceeds production. They are retooling to get up to 2000 
pairs a day, but state this will not even meet re-orders 
from established dealers. Similar stories come from other 
local houses who have an unusual product, or a sound 
gimmick that takes the public’s fancy. 

Maybe there isn’t anything wrong with business that 
smart promotion and aggressive merchandising couldn’t 


Chicago 


Two factors will be dominant at forthcoming major and 
regional Chicago shoe shows. There will be extensive 
shopping on the part of retailers for new items. There will 
be increased interest in moderate and lower priced mer- 
chandise. The new items apply equally to men’s, women’s 
and children’s shoes, but especially to men’s and women’s. 

Generally retailers are looking for good new selling 
features and some retailers are grading down. There are 
shortages in the women’s $8.95 to $14.95 field, including 
both casuals and dress shoes. In men’s shoes the interest 
will be in the $9.95 to $16.95 types, and in children’s shoes 
around the $5 bracket. The moderate price bracket will 
get full attention. 

There will probably be a scramble for low-end sandals 
and canvas shoes for children. Sandal orders will suffer 
because of stepped up demands for canvas. Canvas shoes 

[CONTINUED ON PAGE 87] 
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distinctive touch that spurs sales upward 


CCHS EEE SESE HEHEHE EOEES 


All in favor of sales, say “Cascade Calf.” For this superior tannage is supple and 
satin-soft, with a good “hand”... lends itself to fine detailing... shrugs off 

the ravages of wear and weather...and molds gently, but persistently, to contours 

of the foot. Little wonder its presence in a shoe means sales for you. 


A. F. Gallun & Sons Corp., Tanners, Milwaukee, Wisconsin 
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sell up through October, hence there’s less chance of inven- 
tory carry-over. First pressures will be on orders for 
back-to-school promotions of children’s, teen-agers, and 
some college types. Retailers want to be sure of delivery 
for these. Otherwise, there will probably be wide-spread 
caution in ether commitments. There will be longer delays, 
due to a “wait-and-see” attitude. 

Styles will be important. The pointed toes are expected 
to continue as big as ever. The little, shaped heel should 
be a major style influence, in the opinion of some leading 
shoe men. Buying will be concentrated on closed up pointed 
toe pumps and T-straps, with good percentages going to 
lower heels—if they are available in good selling styles. 
It is hoped that color wil make good style conversation 
for fall. 

Although down-grading will be general most retailers 
don’t expect price decreases. 


Milwaukee 


M ILWAUKEE shoe manufacturers are readying their fall 
lines and aggressively girding themselves to search for 
badly needed orders. Final production figures in for Jan- 
uary and February show that factory shipments held up 
better during these months than had been anticipated. 
Incomplete March returns, however, confirm reports that 
merchandise moved from factories to retailers at a slower 
pace during that month. 

Sluggish fill-in orders accounted for an estimated five 
to 10 per cent decline during March, according to several 
industry spokesmen. Men’s footwear is said to have borne 
the brunt of the drop, with children’s and women’s casual 
footwear lines making a somewhat better showing. 

Capacity work schedules are being utilized in only a 
handful of the local plants. Spokesmen report that “read- 
justments” in production schedules are constantly being 
made as the factories wind up their late spring fill-in 
chores and begin to tackle fall production in earnest. 

Men’s footwear firms indicate that the trend toward 
lighter construction continues, although they are shying 
away from production of the highly seasonal “flyweight” 
numbers, in favor of more versatile weights. 

Producers of children’s and women’s and girls’ casual 





Pledge Builds Good Will 
PHOENIX, ARIZ.— Making an easily-remembered 


“pledge to our customers” via wall signs has helped the 
Ernie Thompson’s Shoes store here to build a lot of good 
will rapidly in establishing a new location. 

Ernie Thompson, veteran Phoenix shoe retailer, moved 
into the populous northeastern suburbs of Phoenix in the 
MacDowell Boulevard shopping area, where there were 
dozens of shoe stores already established. Adopting a 
forceful, emphatic merchandising attitude, Mr. Thompson 
made use of signs and services which made his store 
easily remembered. The “pledge” has been particularly 
helpful, the Phoenix retailer has found. The sign, on a 
reproduction of a scroll, points out, “We Pledge Ourselves: 
To merit your confidence. To treat you courteously. To 
serve you promptly. To fit you perfectly.” This “pledge” 
is repeated on sales tickets and letterheads in everyday 
use. While it is a relatively simple idea, the “pledge” 
has brought a lot of appreciative comment and keeps 
customers coming back, Mr. Thompson has found. 
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shoes reveal considerably more enthusiasm than do those 
turning out men’s footwear. Earlier Easter season this 
year enabled dealers to dispose of their spring stocks ahead 
of last year’s pace. Concentration was noted in the usage 
of textured and brush type leathers in output of fall casual 
footwear numbers. 

Retail prices, for the period immediately ahead, in all 
categories are expected to hold firm, according to manu- 


facturers. 
New York 


$ HOE manufacturing in New York is operating on an 
even keel. This does not mean that all business is good 
or all business is poor. What it does indicate is that some 
plants are operating at close to capacity production while 
others find the going slow. And this situation is not con- 
fined to a particular category. It is as apt to apply to 
women’s high grade shoes as it does to casuals, children’s 
shoes and men’s shoes 

In women’s shoes, for instance, some of the manufac- 
turers who never complained before, now report that orders 
are coming in slowly. They discount the effect of the 
weather. They say inventories are not out of line. They 
don’t know how to account for it but they do know that 
business isn’t as good as it should be. 

The majority, however, say their salesmen are out on 
the road with the fall line of shoes and are booking about 
as well as last year store for store. Deliveries call for June, 
July and August. Manufacturers don’t expect any terrific 
gains. But if they can equal last year’s figures, they will 
be happy. 

Basic dress shoes—mostly in closed types—are being 
specified in the smooth, polished leathers, very fine grains, 
glace. Black predominates in practically all the orders. 
However, it is expected that the brown tones will increase 
in interest as the season progresses. 

Children’s shoe factories are managing to maintain fairly 
steady production. 

Manufacturers fee] that business will accelerate. They 
say that although many of their accounts “beef” about poor 
business at retail if the new lines are presented effectively 
and the features pointed up satisfactory orders are written. 


Desk Lamps Light Shoe Display 

MONTGOMERY, ALA.—Twelve gooseneck desk lamps 
have been pressed into service to create one of the most 
unusual shoe display fixtures in the South in the women’s 
shoe department of Loveman’s, here. 

Matthew Harris, women’s shoe buyer. that 
incandescent light is far superior to fluorescent light 
in bringing out the details of fine footwear, particularly 
where high-style women’s shoes are concerned. Serving 
effectively as a partition between the women’s shoe depart- 
ment and adjoining areas, the display fixture consists 
of six elevated pegboard panels, finished in flat gray, 
which are mounted on slender posts which run from floor 
to ceiling through the store. Each of the panels is lighted 
by two gooseneck lamps, mounted on the panel above and 
curving down gracefully to focus their light directly on 
the shoes beneath. 

Proof of the effectiveness of the display can be found 
in the rapid turnover of every shoe style which has been 
featured under this strong flood of light, and the fact 
that new styles introduced move swiftly. 
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biggest westew boot 
promotion of all time ! 





WITH CHEYENNE’S 
ARROWHEAD 
DESIGN 


CLINT WALKER, star of WARNER BROS. 
television show, “CHEYENNE”, reaching 
more than 52,000,000 viewers every 
other Tuesday. 





ADVERTISING 


NEWSPAPER MATS 
In one- and two-column sizes, with illustra- 
tions of Cheyenne and his famous arrow- 


NATIONAL ADVERTISING ae head design. Can be used with any one, or 


all three of the Cheyenne boots shown here. 





Magazine advertising in full-color TV SLIDES 


" A wonderful way for you to capitalize on 
and black-and-white. Includes Par- the tremendous audience interest in this 


ents’ Magazine, The Western Horse- 4 = western television series. 
man and Today’s Health. Also, a , = RADIO COPY 
nation-wide schedule of 700 news- eS To help you say that your store is head- 


papers from coast-to-coast. , quarters for these handsome boots named 
» after America’s number one western star 


—“Cheyenne”! 











WINDOW DISPLAY SETS 


Colorful action-packed displays 
showing Clint Walker in some of 
his scenes from the exciting tele- 
vision series, “Cheyenne’”’. 


ACME BOOT COMPANY. INC. * CLARKSVILLE, TENNESSEE * WORLDS LARGEST BOOTMAKERS 
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The 
PACKAGE 





CHEYENNE PICTURE IN EVERY BOX 


A much-wanted merchandising plus! Free auto- 
graphed picture of Cheyenne enclosed in every box! 


=] 


THE CHEYENNE BOX f : 
On your shelf! On your counter! In your show win- CHEYENNE - CHEYENNE SOLE STAMP 


dow! Acme’s colorful box, with the Cheyenne label, :) Youngsters want the real thing! Be sure to point 
makes a real eye-catching, sales-compelling display! Ge) ‘} out the branded Cheyenne sole stamp! 











AUTHENTIC 


**CHEYENNE’’ BOOTS 


A beautiful combination of smooth iz \ 2 Be for 
leather foot with a contrasting crushed ie ; ~ nT 
Broadtail leather top. Outside leather SR nd 1 
“Dog-Ear” pull-straps with ‘‘Chey- an OYS a girls 
, , e ee > 
enne s’ hammered silver arrowhead N Made over Acme’s custom toe with a medium 
inlay design. re , é pitched cowboy heel. Goodyear Welt construc- 
: ae tion. Sizes 82 through 6. “B” and “D” widths 
COLORS: 
2930—Angus Black smooth foot with Black 
Broadtail top. Hammered silver arrow- 
head inlays. 
2934—Brown smooth foot with Brown Broad- 
tail top. Hammered silver arrowhead 
inlays. 
COST TO YOU: 


8% thru 3— $4.75 
3% thru 6-~$5.90 


.. for the 
“littlest” 
Cheyennes 


Made with a medium toe and a low 
broad heel. Sizes 4 through 8. “D’’ 
width only. 


COLORS: 


ee for boys and girls SS ast | ; 1220—Angus Black smooth foot with 
: Black Broadtail top. Ham- 


Made with a medium toe and low “Dogger’’ heel. Good- ’ mered silver arrowhead 
year Welt construction. Sizes 84% through 6. “B” and inlays. 


“D” widths. 
om 1224—Brown smooth foot with 
COLORS: CA Brown Broadtail top. Ham- 


2910—Angus Black smooth foot with Black Broad- 
tail top. Hammered silver arrowhead inlays. 


2924—Brown smooth foot with Brown Broadtail 
top. Hammered silver arrowhead inlays. 


COST TO YOU: 


8% thru 3— $4.75 3% thru 6— $5.90 
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mered silver arrowhead 
inlays. 


COST TO YOU: 


4 thru s-$3.00 


Pattern patent applied for 


BeoorTs 








Smart shoe manufacturers, over the years, have learned quickly that BECKWITH is 


the industry’s accepted headquarters for their box toe problems. 


Beckwith-Arden’s organization of highly skilled box toe specialists, aided by every 


modern facility, turn out the widest variety of box toe materials in the world. 


Whatever your particular box toe problem, Beckwith-Arden will engineer the correct 


answer, quickly and efficiently. 


Clecboirtey Ledlen.= 


203 Arlington Street - Watertown, Massachusetts 
SUBSIDIARIES: Beckwith Mfg. Co., of Wisconsin — Milwaukee * Beckwith Box Toe, Limited, Sherbrooke, P. Q., Canado 


Victory Plastics Co., Hudson, Moss. * Safety Box Toe Company, Boston, Mass. * AGENTS: Wright-Guhman Co., St. Louis, Missouri 
Dellinger Sales Co., Reading, Pa. * The Geo. A. Springmeier Co., Cincinnati, Ohio * Factory Supplies, inc., Milwaukee, Wis. 
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SHOWING: MAY 4-7 
NEW YORK 
TRADE SHOW BLDG. ROOM 531-2 





Broitman-Gaffin 


NE av, 
VE VY 


ATLANTA: HOTEL PIEDMONT PARLOR E 





at the shoe shows 


Southeastern Shoe Travelers 
Henry Grady Hotel, Atlanta 

Rooms 512-514 

May 4-7 


PPSSA 

New Yorker Hotel 
Rooms 634-635 
May 4-8 


Southwestern Shoe Travelers 
The Adolphus Hotel, Dallas 

Rooms 909-910 

May 11-14 


Midwest Shoe Travelers 
Hotel Morrison, Chicago 
May 11-15 


RK 13,.N.Y WORLD’S LARGEST BOOTMAKERS 











Profile: Henry Sauer 
| CONTINUED FROM PAGE 60] 


has been able to drag me out of Hous- 
ton since,” says he. “I’ve liked it so 
well.” It is interesting to note that 
ten years later, to the day—February 
15, 1951—the old Sakowitz store was 
closed and they moved into their new 
multi-million dollar shop. 

Which brings us right up to date 
and Henry Sauer’s present position. 
He is merchandise manager of the 
women’s and children’s shoe division 

. Supervises four departments: 
women’s better shoes, medium priced 
shoes, children’s shoes and, at the 
suburban Gulfgate store—women’s 
and children’s shoes (in one depart- 
ment. ) 

When the next suburban store, 
this time on Post Oak Road, opens 
in spring 1959, it is planned to have 
a separate children’s department. 

He spends one day a week at the 
Gulfgate shop. The rest of his time is 
devoted to the main store. He enjoys 
the exchange of ideas and opinions 
with sales personnel as well as cus- 
tomers and gets invaluable fashion 
reactions and suggestions from them. 
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“We like fashion at Sakowitz,” says 
Henry. Geller, Newton-Elkins, Jerro, 
Footsavers, Gamins are but a few of 
the lines they carry. 

Henry Sauer has a very simple 
philosophy—The Golden Rule. As for 
success, he says: “I have always felt 
that if I took care of my job, my job 
would take care of me. And it has 
worked out just that way.” 

Six years ago, he had a heart 
attack and the doctors made him quit 
flying. He has his own pilot’s license 
and once owned an airport where he 
did flight training as a hobby. They 
made him quit nearly everything but 
he managed to salvage two hobbies. 
He is back playing golf and hunting 
now. 

One would hardly guess that he 
had once had a heart attack. He is 
one of the calmest, most relaxed men 
you could imagine. His prescription: 
“Today I don’t let things bother me. 
I used to get terribly upset over little 
things, but not any more.” 

Those men and women who work 
with him and for him put the final 
touch to his profile with the com- 
wonderful to work with him.” 


Square Toes 
[CONTINUED FROM PAGE 66] 


ments used.” And proof of the in- 
terest in square toes were the many 
versions shown at the Fair. 

In silhouettes, T-straps and instep 
bars were being given a terrific pro- 
motion. Also important were instep 
straps with bows from the Gay 
Nineties; interlaced strips and nar- 
row asymmetric straps. 

Color contrast was very important 
in strap patterns. Harlequin com- 
binations of six contrasting colors 
were used. The treatment was car- 
ried to the heels of these shoes. 

Mid-height heels were the favor- 
ites. Full-breasted heels and slim 
straight heels were both in demand. 
One manufacturer decorated the 
back of squared Louis heels with 
double lines of raised cross-stitch- 
ing. 

As for colors, the brown family 
was number one for fall. Much in 
favor were the dark coffee and choc- 
olate shades. Burnt brown and olive- 
tinted browns were also strong. 
These colors were sampled in velvet 

[CONTINUED ON FOLLOWING PAGE] 
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calf leathers. Spring and summer 
colors much liked at the show for 
domestic business were pale green, 
salmon pink, beige and white. Natu- 
ral color leathers and anilines were 
very important in casual shoes and 
sports types. Mudguards had been 
given a lot of decorative treatment, 
chiefly with fancy stitching. A true 
moccasin sole construction gave a 
mudguard effect on the upper. Grain 
leathers were liked for such sole 
treatments, as well as for uppers. 

In men’s shoes, the squared-off 
tapered toe was a major style. Soft- 
ness and flexibility were typical of 
all the men’s shoes, as well as of the 
women’s. Big sellers in men’s shoes 
were the natural color leathers, espe- 
cially in quality moccasins and 
buckled suede casuals. 





Shoe Constructions 
[CONTINUED FROM PAGE 67] 


to make way for the subsequent lock- 
stitch seaming. The last is removed 
before the stitching operation. 

A lockstitch seam is used nearer 
to the edge of the shoe and below the 
surface of the insole so that it results 
in a smooth surface. 


The last is then replaced and the 
channel lip of the sole is cemented 
down. (As previously mentioned, 
there may be complaints when this 
lip unravels because the sole of the 
shoe gets wet and the lockstitch 
seam is exposed. The customer can be 
convinced that this is an extra piece 
of leather and that the wear of the 
shoe will not be affected.) Then the 
bottoms are leveled for the proper 
shaping. 

The finishing operations, such as 
attaching the heel, trimming the 
edges, waxing the leather and adding 
the sock linings that cover all the 
unfinished parts of the inside of the 
shoe, are completed, and the shoes 
are ready for packing. 


Cemented Shoes 


These shoes differ from stitched 
shoes in that the outersole is at- 
tached to the upper by means of 
cement rather than sewing. The 


cement creates a strong bond be- 
tween the upper and the sole so that 
there need be no fear of a separation 
before the soles are worn out. This 
construction is used mostly in wo- 
men’s 


and children’s lightweight, 
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dressy shoes. They are suitable for 
intricate patterns and at the same 
time offer fine fitting qualities. 

1.) Pyroxylin Lasted. Lasting pro- 
cedures vary with certain manufac- 
turers as follows: The uppers, lining 
and insole have a pyroxylin cement 
applied and are positioned with last- 
ing tacks which are removed when 
the cement is dry and before the 
shank and filler are added. The 
bottom is prepared by being rough- 
ened on the flesh side where it is to 
be joined to the upper. The upper 
is also roughened in this area to 
aid in the absorption of cement, 
which is then applied to both the 
roughened parts of the upper and 
bottom. When the cement dries, in 
cases where breasted heels are used, 
the outsole is split in the region of 
the heel, resulting in a thin flap that 
covers the inside of the breasted heel. 
The shank and filler are then added. 

2.) Littleway Staple Lasted. The 
upper, lining and insole are united 
with Littleway staples, already de- 
scribed in Littleway construction. 
The staples remain in the shoe but 
never penetrate the insole. 

3.) Tack Lasted. The upper, lining 
and insole are attached by tacks 
whose edges are stubbed when they 
come in contact with the metal bot- 
tom of the last. They remain in the 
finished shoe. 

4.) Latex Lasted. Latex cement is 
used to attach the forepart of the 
upper, except the shank, which is 
Littleway lasted or lasted with tacks. 

5.) Silhouwelt or Cemented Welts. 
This is prepared the same way as a 
regular welt construction, except that 
the sole is cemented on rather than 
sewn, and the welt gives the appear- 
ance of a regular welt construction. 
The welt helps to give flexibility as 
well as strength. 

After these lasting operations take 
place, a shank and bottom filler are 
added to the forepart of the shoe to 
strengthen the shank region and give 
added body to that part of the shoe 
that will be required to withstand a 
great deal of pressure in walking. 

Another variation of the cemented 
shoe that is extremely flexible and 
comfortable is known as Sbicca-Del 
Mac. It is used mostly in women’s 
footwear. Only leather soles can be 
used in this construction. The single 
or ordinary sole blank is run through 
a special machine that cuts the 
thickness, except in the region where 





the ball of the foot will rest. Here, 
the machine leaves an opening that 
is subsequently filled with some soft 
material. The flesh side then serves 
as an insole and is stitched to the 
upper. The shoe is now ready to be 
lasted. The rest, or matching portion, 
is then cemented to its counterpart. 
This construction results in a sturdy, 
lightweight, flexible shoe. 


Slip-lasted Shoes 
(California Slip-lasted) 


Most of the platform casuals with 
wedge heels are of this construction, 
although it can also be used for out- 
side heeled dressy shoes. It is gen- 
erally used in open toe, open back 
footwear. 

This construction differs from 
other types in that the upper and 
sock lining are stiched before the last 
is inserted. Therefore, accuracy is of 
extreme importance, if the shoe is to 
fit properly. In other constructions, 
the uppers can be pulled as tightly or 
loosely over the last as the situation 
requires. Slip-lasted shoes, as the 
name implies, means that the last is 
inserted only as an aid in later opera- 
tions. 

The platform covering is then 
sewn to the upper and sock lining, in 
two sections—a covering for the plat- 
form in the forepart of the shoe and 
a larger piece to cover the platform 
and wedge at the heel part. 

The last is then inserted and the 
heel wedge and platform pressed into 
place. The platform cover is turned 
down. The sole can either’ be 
cemented or sewn. 

A shoe can only be partially slip- 
lasted in the forepart, with the heel 
and shank region lasted just the same 
as in any other construction and the 
heel attached in the same manner. 

The fit of this footwear must be 
exact, just as the cutting and fitting 
must be. There can be no allowance 
for a snug fit, as these shoes cannot 
be stretched without tearing the 
stitches or upper. Also, it is impossi- 
ble to “jimmy” or doctor the shoe to 
make it smaller. 

Slip-lasted shoes are used for 
women’s and children’s shoes. They 
are very flexible, lightweight and 
wear relatively well. 

Stitchdown construction used 
mostly in children’s shoes, although 
it has been used successfully in 

[CONTINUED ON PAGE 94] 
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true | 
‘el—rolgmilali—ia 


the feel 
of silk 


7, 
~Aparee . 25 


new leather of 
imagination and 


beauty 


Look into the pearly depths of Samoa’s silk-smooth 
finish—you’ll see new ideas for your fall styles. True 
essence of pearl gives Samoa unusual, unexpected excite- 
ment. Quality kip gives it a luxurious, supple feel. Samoa’s 

anting c i > with < > new, smart- 
ARMOUR LEATHER COMPANY 7 enchanting colors are in tune with all the new, smart 


est fashions. Let Samoa accentuate your most elegant 


496 Wont Randaiph Street © Gilenge 6, Binels designs. It’s another bright new example of progress 
210 South Street © Boston 11, Massachusetts 
2 Jacob Street * New York 38, N. Y. from Armour Leather. 
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Shoe Constructions 
[CONTINUED FROM PAGE 92] 





Stitchdown Shoes 


women’s shoes. It resembles a welt 
in the region of the insole because 
of its smoothness. There are no 
tacks, nails, staples or stitches in 
this region. There are three types 
of stitchdowns: 

1. Single sole stitchdowns. This is 
composed of only two parts—the un- 
lined upper and a sole. Sometimes a 
welt strip is used. The underpart of 












the upper is turned out and cemented. 
This differs from other constructions 
where the upper is tucked under the 
insole in some manner. The sole is 
cemented (to be united with the 
upper) and then pressed together 
mechanically. The upper, that is 
turned out, is then sewn to the 
bottom. 

When a lining is used a light in- 
sole is added to cover the lining 
which is tucked under the insole. The 
other operations remain the same. 

2.) Two sole stitchdown. A midsole 








GENUINE 
TALON 


SHU-LOK® 
FASTENER 


























#9461 





Black smooth 
leather oxford 
with TALON 
SHU-LOK® fas- 
tener, Pacifate 
twill lining, Nylon 
stitched, Combina- 
tion last, Goodyear 
welt. IN-STOCK, B, 
4 to 7; D, 3 to 7. 














check these \ 
unique 

features for 

longer wear 


WIDE VARIETY 
LONG-LIVED our SOLES 


| Write today for 


FREE 
: IN-STOCK catalog! 
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features that guarantee their long wear, fine 


fit and genuine comfort. 


boys’ shoes that 
give you 
STEADY PROFITS and 
STEADY CUSTOMERS! 


Brooks boys’ shoes have unique construction 


QUALITY | 


They’re espe- 


cially crafted to stand up under the 


rough use boy’s shoes receive, and 
give the kind of wear that brings 
customers back! If you sell 
boys’ shoes, you owe it 
to yourself to investi- 


gate Brooks! 


“BROOKSY” | 


GENUINE ANALINE 


~~ “TIP-TOE” BRASS 
NAILS LOCK SOLE 
ADD EXTRA WEAR | 


| THE WILLIAM BROOKS SHOE CO. Ric OHIO | 
| “World's largest independent manufacturer of boys’ welt shoes” | 


is added, which becomes the insole. 
The upper is pulled over the last 
before the midsole is tacked tiem- 
porarily. The upper is formed at the 
toe and flanged at the heel to be 
shaped properly. The shoe is then 
lasted with either staples or thread. 
The insole is united with the upper 
and lining in this operation and the 
temporary tacks are removed and a 
shank added. The outsole is then 
stitched to the upper, lining, midsole 
and welt, (which has been added but 
does not serve the function of a welt 
as we know it. It is only used to 
strengthen the stitches that is used 
to attach the upper and scle.) The 
heel is then attached. 

3.) Three-sole Stitchdown. An in- 
sole is tacked to the last and the 
lining is cemented under this insole. 
The heel part is lasted with tacks. 

A middle sole is then cemented to 
the insole after the temporary last- 
ing tacks are removed. The upper is 
then turned outward and stapled or 
thread lasted to the middle sole. The 
shank is then added and the outsole 
cemented and stitched through the 
upper, midsole and welt. Then the 
heel is attached. 

These shoes are extremely flexible 
and comfortable. They do not require 
a sock lining as all stitching is ac- 
complished on the outside of the shoe. 
These shoes are very difficult to re- 
pair once the sole is worn out. Also, 
they are very difficult to stretch, to 
make wider. They must be fitted cor- 
rectly according to size. 

Since a welt is used, it is necessary 
to be able to distinguish this con- 
struction from a true welt construc- 
tion. The stitchdown is identified by 
the welt that does not extend under- 
neath the upper. 

McKay Sewed Shoe 

The uppers are prepared in the 
customary manner. The insole is 
positioned on the last, which has a 
metal bottom with four openings. 
The upper and lining are pulled over 
the last and attached to the bottom 
of the insole with tacks that do not 
penetrate the surface of the insole. 
Staples can also be used. 

A shank and filler are then added 
and the channeled outsole is tem- 
porarily held in place with cement or 
staples. The outsole is then stitched 
through the uppers, lining and insole 
at the same time by means of a 
chainstitch. The channel lip is then 
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cemented back in place, the heels 
attached, sock lining added and all 
other finishing operations accom- 
plished. 

This construction is used in men’s, 
women’s and children’s inexpensive 
types of footwear. 


Pre Welt Shoes 


This construction is used mostly 
for infants’ and children’s shoes. The 
uppers are prepared in the usual 
fashion. A welt is then sewn around 
the lasting edge of the upper. At the 
same time, an insole is tacked to the 
last with some sort of filler attached 
to it. 

The upper and welt are then 
cemented to the insole and the out- 
sole is then stitched to the welt. 

It is also possible to manufacture 
these shoes without an insole. 


PPSSA to Offer Ideas 
[CONTINUED FROM PAGE 68] 


consumer goods. An important con- 
tribution to its relative stability was 
made by the courageous introduction 
of color and style which helped 
maintain consumer interest in shoe 
purchases. 

From every indication, manufac- 
turers and retailers of footwear plan 
to intensify their sales promotion 
activities for the balance of the 
year. They look to the forthcoming 
PPSSA to offer them an array of 
merchandise lines and ideas with 
which to do that job. 


Despite the fact that retail sales 
did not come up to expectations, they 
did not fall so far below planned 
figures in the volume shoe business 
as to create any serious inventory 
problem. As a _ consequence, the 
open-to-buy positions of volume shoe 
retailers for next fall and winter will 
not be severely affected by the rate 
of sales this year. 

Sponsors and operators of PPSSA 
anticipate that the number of ex- 
hibits will be about the same as at 
last December’s event and that retail 
attendance will also be up to previous 
record figures. Approximately 1200 
units of display space will be re- 
quired to house the lines of footwear 
and related products in the three offi- 
cial headquarters buildings of the 
show. 

PPSSA has been credited with 
playing an important role in develop- 
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ing the fashion awareness of the in- range for bulletins and sketches to be 
dustry it serves. Its fashion services prepared exclusively for PPSSA. 

throughout the year have constantly A final evaluation of major trends 
been expanded and improved to a for next fall and winter will be pre- 
point where many of the major com- sented at the semi-annual PPSSA 
panies regard its forecasts and shoe 
style evaluations as the most authori- 
tative available anywhere in the in- 
dustry. This information and service 
is obtained by a professional staff 
headed by Doris Weston and Helen 
Joseph who research and report 
fashion sources throughout the year, 
who prepare and conduct a large 
number of meetings, and who ar- 





ST. LOUIS—There are 31 
patterns, made 78 ways in 
the present Heydeys’ Stock 
Department. 














EE ee a 
A VINYL TRUE BIAS BINDING 


EIGHT YEARS OF EXPERIENCE IN 
MAKING AND CONTINUOUS USE BY 
LEADING MANUFACTURERS WITH 
COMPLETE SATISFACTION IS 


PROOF OF BPB LEADERSHIP 


REMEMBER ... what BPB does for others 
it can do for you. Take pride in using the best; 


a trial run would prove interesting. 


_now BPB comes 
IN 55 COLORS If you are manufacturing Vulcanized shoes 


you'll find our LPB is made specifically for 


| INCLUDING BLACK PATENT your needs. Ask us about LPB, too. 





breakfast. This function will be held 
Monday morning of show week, May 
5th, starting at 8 a.m. in the Grand 
Ballroom of Hotel New Yorker. Once 
again more than 700 leading mem- 
bers of the industry will tax the 
capacity of the room. 

The trend evaluation will be 
handled by a Fashion Forum consist- 
ing of the chairmen of the five 
PPSSA shoe style committees. They 
are: Joseph J. Cramer, Wohl Shoe 
Company, Women’s Dress Shoes; 
Thomas Burns, Sears, Roebuck and 
Co., Women’s Casuals and Dress 
Flats; Marion Markus, The Nobil 
Shoe Company, Women’s Sports and 
Welts; Timothy Welch, G. R. Kinney 
Corporation, Children’s Shoes; and 
Frank Roeney, Melville Shoe Corpo- 
ration, Men’s Shoes. 

The featured speaker at this event 
will be E. B. Weiss, nationally known 
merchandising authority. Mr. Weiss 
will deal with merchandising oppor- 
tunities which confront the popular 
price shoe manufacturer and re- 
tailer. He is known for his astute 
analysis and early spotting of major 
trends in distribution. 

The PPSSA is operated by show 
committees of the two sponsoring 
Associations. Chairman of the New 
England Shoe and Leather Associa- 
tion is Wallace J. McGrath of John 
E. Lucey Co. Inc., and William M. 
Blackie of General Shoe Corporation 
heads the National Association of 
Shoe Chain Stores show committee. 
The two men are presidents, respec- 
tively, of the sponsoring Associa- 
tions. Maxwell Field and Edward 
Atkins, executive vice presidents of 
the respective Associations, act as 
co-managers of the show. Other 
members of the show committee are: 


Manufacturers 

Harry A. Bass, Kleven Shoe Sales 
Co. Ine. 

A. W. Berkowitz, Songo Shoe Mfg. 
Corp. 

George A. Dempsey, Frank Noone 
Shoe Co. 

Saul L. Katz, Hubbard Shoe Co. 
Inc. 

Joseph S. Porter, Porter Shoe Co. 
Inc. 

Myer Saxe, Kesslen Shoe Company 

James Shapiro, Ware Shoe Corpo- 
ration 

Sidney Spiegel, Bruce Shoe Co. 
Inc. 
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G. Elliot Stickney, Holmes, Stick- 
ney, Inc. 


Retailers 


Simon Edison, Edison Bros. Stores, 
Inc. 

Lester R. Fallon, Thom McAn Shoe 
Co. 

Morton R. Izen, Sears, Roebuck 
and Co. 

C. Charles Marran, Spencer Shoe 
Corp. 

Lawrence Merle, Endicott Johnson 
Corp. 

Alfred L. Morse, 
Stores 

Jack M. Schiff, Shoe Corp of 
America 

Milton Simon, I. Simon Co. Ince. 

George L. Smith, G. R. Kinney 
Corp. 


Morse Shoe 


PPSSA fashion programs are also 
planned and approved by industry 
committees which are headed by 
Myer Saxe of Kesslen Shoe Company 
and Alfred L. Morse of Morse Shoe 
Stores. Members of the fashion exec- 
utive committee are: 


Manufacturers 

Harry A. Bass, Kleven Shoe Sales 
Co. Ine. 

Saul L. Katz, Hubbard Shoe Co. 
Inc. 

Paul Kleven, Kle-Bro Shoe Co. 

James Shapiro, Ware Shoe Cor- 
poration 

Sidney Spiegei, Bruce Shoe Co. Inc. 

G. Elliot Stickney, Holmes, Stick- 
ney, Inc. 


Retailers 


Simon Edison, Edison Bros. Stores, 
Inc. 

Lester Fallon, Thom McAn Shoe 
Co. 

Morton Izen, Sears, Roebuck and 
Co. 

C. Charles Marran, Spencer Shoe 
Corp. 

Lawrence Merle, Endicott Johnson 
Corp. 

Milton Simon, I. Simon Co. Inc. 


Leading members of the manufac- 
turing and retail branches of the 
popular price shoe industry sit on the 
five shoe style committees of PPSSA. 
These five committees deal specifi- 
cally with the five major categories 
of footwear and evaluate trends for 
the season ahead. The membership 
follows: 


Women’s Dress Shoes 


Joseph J. Cramer, Wohl Shoe Co., 
Chairman 


Manufacturers 


Harold D. Ashe, Liberty Shoe Co. 
Inc. 

M. W. Borkum, Radcliffe Shoe, Inc. 

Ben Dorson, Sibulkin Shoe Co. 

Edward Fields, Copley Shoe Corp. 

Oscar Finkel, Flex-Mor Shoe Co. 

Paul Kleven, Klev-Bro. Shoe Co. 

Normand Liberty, Bourque Shoe 
Co. 

G. Elliot Stickney, Holmes, Stick- 
ney, Inc. 

Robert Wodin, Ware Shoe Corp. 

David Stein, Mutual Shoe Co. 

Sidney Spiegel, Bruce Shoe Co. 
Inc. 

William Earthman, General Shoe 
Corp. 


Retailers 

Louis Shindler, Morse Shoe Stores 

William Adoff, Butler’s, Inc. 

Harry Cohen, Miles Shoes 

Morris A. Gran, Sears, Roebuck 
and Co. 

Dan Druth, Maling Bros. Inc. 

Jerome Lavin, Wise Shoe Stores, 
Inc. 

Francis Magee, Endicott Johnson 
Corp. 

Normand Nelson, 
Stores Corp. 

Nathan C. Schieber, Edison Bros. 
Stores 

Milton Radlo, The Berland Shoe 
Co. 

Lee H. Walters, 
Corp. 


John Irving 


G. R. Kinney 


Women’s Sports & Welts 


Marion Markus, The Nobil Shoe 
Co., Chairman 


Manufacturers 

Charles B. Conn, Jr., Brown Shoe 
Co. 

Harry Clayman, Bangor Shoe Mfg. 
Co. Inc 

Louis Fishman, Belgrade Shoe Co. 

Joel Glassman, General Shoe Corp. 

Richard E. Hasey, Viner Bros. Inc. 

Saul L. Katz, Hubbard Shoe Co. 
Inc. 

Ted Weiss, Weiss Lawrence Shoe 
Mfg. 


Retailers 


Joseph B. Friedlander, Miles Shoes 

Barney Lebowitz, Edison Bros. 
Stores, Inc. 

[CONTINUED ON PAGE 98] 
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Y shooting star! 


Sales hit new highs as more and more 
Stores switch to the juvenile line 
that gives the fit; fashion and features of shoes 
selling up to $2.00 more a pair. 


bla Sta 


$5-$6 CHILDREN’S SHOES 


quality in every detail: ~ Tackless Foreparts 
¢ Leather Linings 

¢ Selected Leathers 

¢ Scientific Lasts 

« Leather Insoles 
« Tempered Steel Shanks 
¢ Proven Fit 

e Style Leadership 


See the new enlarged Blue Star Line at 
PPSSA, Rooms 514, 516,518 Hotel McAlpin 


ne Tee oe 


Write, wire or phone collect today for complete 
information about a franchise in your city 


BLUE BONNET SHOE COMPANY, MANUFACTURERS, 5 FRANKLIN STREET, LAWRENCE, MASSACHUSETTS 
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PPSSA to Offer 
(CONTINUED FROM PAGE 96) 


George Nacht, Shoe Corp. of 
America 
Ben Rosen, National Shoes, Inc. 


Jack Joyner, G. R. Kinney Corp. 


Women’s Casuals & Dress Flats 


Thomas O. Burns, Sears, Roebuck 
and Co., Chairman 


Manufacturers 

Fred Diamant, Desco Shoe Corp. 

Alan Foss, Lawrence Maid Foot- 
wear, Inc. 

Abe Hillsberg, Lessing Footwear, 
Inc. 

Arthur Pfeiffer, Pfeiffer’s, Inc. 

Harold Nectow, Sudbury Foot- 
wear, Inc. 

Albert Sandler, Fenton Shoe Corp. 

Hyman G. Saxe, Dover Shoe Mfg. 
Co. 


Retailers 
Jay A. Ball, General Retail Corp. 
Herbert S. Cohen, John Irving 


Stores 

Harry H. Gould, Edison Bros. 
Stores, Inc. 

Stanley W. Norkunas, Melville 
Shoe Corp. 


Charles Steen, Wohl Shoe Co. 
Ray Zumbro, G. R. Kinney Corpo- 
ration 


Children’s Shoes 


Timothy P. Welch, G. R. Kinney 
Corp., Chairman 


Manufacturers 

Arnold Hiatt, Blue Bonnet Shoe 
Co. 

Irving Selig, Laconia Shoe Co. 


Charles Shapiro, American Jrs. 
Shoe Co. 

Abraham Weinman, Five Star 
Shoe Co. 


H. C. Levy, H. O. Toor Shoe Co. 
Retailers 

William Eckenrode, General Retail 
Corp. 

William T. Waddell, Sears, Roe- 
buck and Co. 

Philip Felger, 
America 


Shoe Corp. of 


Men’s Shoes 


Frank C. Rooney, Melville Shoe 
Corp., Chairman 


Manufacturers 
Louis Auclair, Hampshire Shoe Co. 
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Alan Goldstein, Plymouth Shoe Co. 
Burton Katz, Hubbard Shoe Co. 
Joseph Porter, Porter Shoe Co. 
Ernest A. Rainey, Diamond Shoe 
Corp. 
Herbert 
Sales Co. 


Rich, Lewis Heicklen 


Retailers 
Owen Howell, General Retail Corp. 
Siegbert Moch, Spiegel, Inc. 
Sidney Winfield, A. S. Beck Shoe 
Corp. 
Jule Mark, Shoe Corp. of America 





What's in a Shoe 
and How to Sell It 
(CONTINUED FROM PAGE 83) 


flexible box toe was merely soft, but 
had little “staying” power to retain 
its original dome shape with wear. 
Today it has “bounce” and will hold 
its original shape for the life of the 
shoe. For example, one special test 
showed a good soft box toe to take 
170,000 individual poundings of 22 
pounds each, and still bounce back 
to original shape. Another test (see 
photo) shows a heavy car running 
over a soft-box-toe shoe, without in- 
jury to the box toe or toe shape. 

All soft box toes have a rubber- 
ized base—either latex or neoprene 
—that gives the toe its bounce or 
resilience. There are actually about 
six different kinds of soft box toes. 
For example, the cheapest is a latex- 
saturated paper, and such box toes 
are found in low-priced flattie or 
ballerina types. There are also non- 
woven materials used, or woven cloth 
bases. All, however, are treated with 
liquid rubber. 

Box toes were invented nearly 100 
years ago, in 1862 (shoe tips had 
been invented only four years 
earlier). One problem of shoes of 
that day was that the toe collapsed 
a short time after wear. This not 
only spoiled the looks of the shoe but 
often caused irritating friction 
against the toes. So the invention of 
the box toe was a boon to footwear 
fashion and fit alike. 

The first box toes were of leather 
(a few are made even today). This 
was solid leather skived at the edges, 
mulled and hardened to very rigid 
form over the last. Then came a 
cheaper kind of box toe—a flannel 
base impregnated with shellac. Later 
came box toe gums or thermoplastic. 
All these were for hard box toes, the 
only kind known for many years. 











After World War I some attempt 
was made to produce softer box toes 
as shoes began to “lighten” in weight 
and appearance. But it wasn’t until 
the 1930’s that the soft box toe 
really gained ground. This was due 
to two factors: the introduction of 
casual and playshoe types of foot- 
wear; and the availability of new 
chemicals that could produce practi- 
cal soft box toes. Nevertheless, the 
hard box toe remained dominantly 
popular up to and through World 
War II, because most shoemen still 
believed that a stiff box toe was nec- 
essary to hold the toe shape of the 
shoe. 


But then came the rapid expan- 
sion in popularity of casual shoes for 
men, women and juveniles alike. And 
over the past several years a further 
impetus, the soft-light-flexible shoe 
trend from Europe. Add to these 
even further improvements in chemi- 
cal and technical developments in 
box toes, and the soft box toe has 
now reached an important position 
in all types of footwear. 


Quality Values 


What sustains a box toe so that 
the toe of the shoe retains its shape 
throughout the life of the shoe? Re- 
member, it has nothing to support 
it. Well, part of the secret is in its 
engineering or architecture. It’s 
built along the lines of a Roman 
arch. So long as the side walls re- 
main intact, the dome remains in- 
tact. Also, chemistry plays an 
important role. If the box toe “fa- 
tigues” through chemical “tiring,” 
the walls lose their supporting 
strength and the dome may sink or 
collapse. We sometimes see this hap- 
pen in cheap shoes, but rarely in 
better quality shoes where better 
quality box toes are used. 


The greatest enemy of the box toe 
is moisture or foot perspiration. A 
good box toe is made to resist tem- 
peratures up to 180 degrees. This 
sets up a strong barrier against 
moist heat. The latter tends to sepa- 
rate the upper, box toe and lining 
so that they’re no longer a laminated 
unit but instead the box toe becomes 
a “floating” piece between upper and 
lining. Or, moisture or perspiration 
and heat tend to deteriorate the box 
toe itself—unless the box toe has 
built-in properties to resist such at- 
tacks, as good quality box toes do. 


(CONTINUED ON PAGE 100) 
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BEEBE SCORES ANOTHER 3HIT! 





— full run 
of sizes. 


Trademark 


MADE ESPECIALLY FOR 
Lighter! 
Longer Weering | MEN’S CEMENTED SHOES... 
More Comfortable! 

IMPORTANT NEW TREND 




















Want a real sales booster? Want to by-pass the ‘‘recession’'? Here's 
a sole developed for just this purpose: TO HELP YOU CASH IN ON THE 
MOST SIGNIFICANT TREND IN FOOTWEAR TODAY: CEMENTED 
SHOES FOR MEN. Light-as-air, super-flexible, yet tough and durable, the 













SKIMMER is already pre-roughed for easy cementing. Irons graduate 
ne from 10 to 9 for better wear, better balance, extra comfort, easier production. 
SKGuemer And, although rigid control tests reveal such quality features as low 
gravity, high abrasion, etc., SKIMMER costs are surprisingly low! So — 
at the P.P.S.S.A. fe P ‘ 
for the softest stepping (and the easiest profits) in footwear — team up the 
ROGM 66 tstandi les feat f the SKIMMER — Light Flexibilit 
N. Y. Trade Show Bldg. outstanding sa es features of the — Lightness, Flexibility, 
Long Wear with the sales clincher — COMFORT — offered 














by the NEW lightweight 
BEEBE SUPER SOFT WOOD CORE HEEL and 
RESILIENT RUBBER HEEL BASE 

A sensational ‘‘Profit Package’’ — for all dress, casual, golf or lightweight 
safety shoes! Write for details. 









BEEBE SUPER-SOFT WOOD CORE HEEL 


Important NEW 1-in. heel adds extra bounce and 
finish to your cemented or welted shoes. Suitable 
for both dress and casual styles. Complete size run. 


RESILIENT RUBBER HEEL BASE 


Absorbs shock — adds substantially to comfort. 











BEEBE RUBBER COMPANY 


NASHUA, New Hampshire 


Makers of the sensational seller: * RIPPLE® Sole * TM. RIPPLE SOLE CORP 
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What’s in a Shoe 
and How to Sell It 
(CONTINUED FROM PAGE 98) 


A good point for a retail shoe sales- 
man to remember is that a foot that 
perspires excessively will be more 
abusive to a box toe—and is some- 
times an important cause behind the 
collapse of the toe of the shoe. 

A good hard box toe is built to 
withstand 200-225 pounds of weight 
or compression without injury. How- 
ever, the “character” of the hardness 
is important. For instance, a brittle 
hardness may result in cracking or 
fracture of the box toe if bruised. 
It will then lose shape. But a “mel- 
low” hard box toe will remain in- 
tact. 


Merchandising Features 
of the Box Toe 

The shoe’s focal point of style and 
fit is usually the forepart and toe 
area. If this is so obviously impor- 
tant to the customer, the salesperson 
can take profitable advantage of this 
customer interest. This is done by 
showing what the box toe contrib- 
utes to this portion of the shoe—to 
the shoe’s appearance and comfort 
values. Thus, when we say that the 
shoe has a good quality box toe, it 
should be translated to mean some- 
thing to the customer in terms of 
performance So here 
are some of the key box toe features 
that can be pointed up: 

1) The box toe will retain the 
shoe’s original toe shape throughout 
the life of the This means 
there’ll be no wrinkling or creasing 
of the toe—or no general breakdown 
of the toe that spoils the appearance 
of the shoe. A good quality box toe 
gives ample assurance of that. 

2) A sound box toe offers foot 
protection. In the case of men’s and 
children’s shoes particularly, a hard 
box toe can take substantial abuse. 
For example, the ability to take over 
200 pounds of weight or compres- 
sion. In the case of kids who habit- 
ually kick a variety of objects and 
give excessive abuse to the toe por 
tion of the shoe, this is important. 

3) A good quality box toe will 
prevent separation of ‘the lining or 
upper from the box toe. This means 
no loose or wrinkled lining to irri- 
tate the toes; or no ugly wrinkling 
or creasing of the upper leather at 
the toe. 

4) Much care goes into the styl- 


shoe values. 


shoe. 
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ing of the last, particularly at the 
toe portion. The toe box assures that 
these important styling details will 
be retained—that the shoe will re- 
tain its new look at the toe. 

5) When the dome of the box toe 
collapses, the result is the same as 
if a short shoe were being worn. 
Or, if the side walls collapse or 
weaken, there can be abrasion 
against the sides of the toes. Hence, 
a good box toe assures that the origi- 
nal fit will be retained—that there 
will be freedom for the toes. This 
is especially important in children’s 
shoes. 

6) In the case of soft box toes, 
the resilience and “bounce” feature 
should be demonstrated by using the 
thumb to press down the box toe— 
then lifting the thumb and showing 
how the box toe instantly returns to 
shape. Cite that this can be done 
hundreds of times with no ill effect 
on the shoe’s toe. Thus, this pro- 
vides desired softness without sac- 
rifice to shape retention of the toe. 

7) In the case of juvenile shoes, 
if it’s a soft box toe, point up the 
advantage of being able to always 
tell (by pressing down in the toe) 
if the shoe is of proper size, or has 
been outgrown. Also, the resilience 
or bounce-back effect of the box toe 
assures the dome-like shape of the 
toe—which in turn assures exercis- 
ing freedom for the toes. 


Baker from Washington 
(CONTINUED FROM PAGE 36) 


so particular. 

“Some stores still use X-ray ma- 
chines as a means of determining a 
good fit in shoes. No child should be 
exposed to this hazard. 


“If worn for short periods from 
time to time—such as for a social 
event— high heels are not harmful.” 

Shoe production in Mexico this 
year is expected to total about 70 
million pairs, up by about 10 million 
pairs from last year’s output of 
around 60 million pairs. Factory out- 
put in 1957 was valued at 1,800 
million pesos. ($1—15.50 pesos. ) 

According to the U. S. State De- 
partment, production in the state of 
Jalisco will exceed one-third of total 
Mexican production of footwear. And 
present indications are that the foot- 
wear industry will continue its cur- 
rent rate of expansion, so that it 
eventually will amply supply all 
Mexican needs and will also permit 
sizeable exports. 

Today, there are about 620 manu- 
facturers of footwear in Mexico, of 
which about 10 figure importantly. 
About 70 are rated as “fairly large,” 
and another 66 are classed as 
“medium” in size. The balance— 
about 375 firms—are classed as 

(CONTINUED ON PAGE 103) 





Versatile Kangaroo 


The versatility of Kangaroo leather is well illustrated in these two different 

treatments of the blucher pattern. Left, slim, trim Italian styling in a two eyelet 

tassel version, in black, by Stetson Shoe Company, Inc. Right, a sturdier four 
eyelet treatment in tan, from Connolly Shoe Company. 
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Editorial Outlook 


[CONTINUED FROM PAGE 19] 


Shoe business needs every ounce of advertising and pro- | 
motion it can afford. Advertising dollars, wisely expended, | 


produce results reasonably in proportion to the judgment 
exercised in their spending. 


This NSMA test campaign to determine an effective | 
method to promote one specific category of shoes is the | 
scientific approach to our overall merchandising and ad- | 


vertising probem. It is a forthright and intelligent ap- 
proach too and may turn up a worthwhile instrument for 
more judicious spending of the industry’s advertising 


dollars. 


Performance and Styling 
in Children’s Shoes 


[CONTINUED FROM PAGE 65] 
In addition to the styleful patterns, there are constructions 
that result in lightweight, flexible and, at the same time, 
sturdy shoes. 

In girls’ shoes, the varieties and variations are many. 
The emphasis appears to be on bals, half-bals, side bals, 
Gumdrops, saddles—for sport and play. For dressier needs 
and occasions, there are swivel straps, a few conventional 
straps ... but the big surge seems toward the T-straps. It is 
in the real dressy shoe that the slim, narrow look is most 
apparent and acceptable. These are generally pump styles 
in black suede or nylon velvet, with interesting decorative 
touches that give them the gala look. 

In boys’ shoes, there is a variety of patterns in the 
lightweight, flexible, sturdy types. They include stitch 
and turns . . . oxfords and slip-ons . . . plain toe, moccasin 
type toe or wing tips. Bold eyelets, mudguard vamp treat- 
ments, Ripple Soles, Shu-Lok closures . . . are some of the 
features that will make the fall season’s shoes attractive 
to the youngsters and teen-agers alike. 

Black is expected to be as good as last year, with tans 
and browns coming up. Dirty buck will be more acceptable 
in the fall season than the white buck. 

This is only a limited sampling of the shoe styles for 
boys and girls that will be available next season. They 
highlight some of the features that manufacturers expect 
to be important profit makers. 


June Weather 

[CONTINUED FROM PAGE 77] 
below normal while Kansas, Missouri and Nebraska will 
be three to five degrees below normal. Most sections of 
Colorado and South Dakota will be wet. Iowa, Minnesota 
and Montana will be relatively dry. 


Area V: South Central 


Arkansas, Oklahoma and most central sections of Texas 
will be wetter than usual in June. Louisiana will average 
slightly drier than normal. Temperatures are expected 
to average from two to five degrees below normal, as shown 
on the temperature map. Last June, Hurricane Audrey 
struck the mainland in southwestern Louisiana, causing 


over 400 deaths. 
Area VI: Northwest 


Coastal regions in Washington and Oregon will be un- 
usually wet while the extreme eastern sections of these 
two states and most of Idaho and Montana will be even 
drier than normal in June. Monthly temperatures will 
average close to normal along the coastline and two or 
three degrees above normal at most inland locations. 


[CONTINUED ON FOLLOWING PAGE] 


May |, 1958 





“THE TOUGHER HIS JOB 
THE MORE HE BABIES HIS FEET 


He has to. His feet are his livelihood. And the life 
of his foot is in the sole of his shoe. That’s why Vul- 
Cork soles are worth more to him. 


They’re important to his job, and his day’s 
comfort is your day’s business. 


Vul-Cork Sole Div., Cambridge Rubber Co., Taneytown, Md., Makers of Agena 


VUL- CORK 
VULCORK NEO 


So light, so flexible, so resilient,you can roll them up. . .right in the palm of your han 


R 


d. 
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Area VII: Southwest with a small work shoe display and found that it at- 
tracted heavy attention. Even men in white collar occu- 
pations, who at first glance would have no need for work 
shoes, often buy a pair for washing the car, working in 
the garden, mountain climbs, etc., and because of this 


Rainfall] will be below normal in California and above 
normal in Arizona, Utah and New Mexico. All of this 
region, however, is normally very dry in June. Total rain- 
fall seldom exceeds one-half inch, even in the wet zones. : ” 
Temperatures will be slightly above norma! in California “° consider almost every man a work shoe prospect. 
and Nevada, near normal elsewhere, but generally cooler This display policy got things rolling in men’s work 
than last June. ; shoe merchandising, but still did not achieve the sort of 
sales volume which Autrey felt should be accomplished. 
The next step was a highly practical one. In dealing with 

Every Customer his regular work shoe customers, Autrey found that many 
: of them were employed in plants, factories, lumber yards, 
An Active Booster filling stations, garages, etc., where there were large 

ENGLEWOOD, COLO.—Making certain that every numbers of men on duty. This suggested to him that a 
working man who buys work shoes in the store is not “key man” in each of these locations could be converted 
only an active booster but in some cases an actual “sales- into a salesman, by simply rewarding him with credit to- 
man” is the theme which has made an outstanding success ward a free pair of work shoes for every buying customer 
of work shoe merchandising at Rollnick’s, smart family sent in. Thus, during the last several years Rollnick’s 
shoe store in the downtown Englewood shopping district. has built up a long list of “agents” who simply send in 
a customer with a card, using their own enthusiasm for 
the work shoes as a means of creating prospects. They 
are rewarded regularly for such efforts by these “outside 
salesmen” who have helped to boost Rollnick’s work shoe 
volume to twice what it was before, and likewise make 
sure that the Rollnick name is almost certain to be men- 
tioned whenever the subject of work shoes comes up. 


C. B. Autrey, who has managed the store during its 
entire seven years, regularly confounds first-time visitors 
with an elaborate display of heavy work shoes amid smart 
high-styled men’s and women’s shoes on the left side 
of the store. From the beginning, this Rollnick store, 
although it covers all family ranges, has been a style 
leader and thus the sight of heavy work shoes among 
better priced dress shoes is always something of a surprise. Stocking a complete range of work shoes in price 

“They are there because work shoes are an important brackets all the way from $5.00 to $13.95, Autrey has 
part of our volume,” Autrey said. “From the beginning. sub-classified the inventory into specialized types of work 
I noticed that when men enter the store with their families shoes for various occupations, a fact which is brought 


they are usually bored, to the point of standing about out whenever a work shoe prospect comes in. Stock is 


aimlessly while the women’s shoes and children’s shoes tailored carefully to fit the needs of workers throughout 
are being purchased. So, in order to give them something the area and a worker knows that there is a choice of two 
to look at besides men’s dress shoes. we experimented or three types of safety work shoes at Rollnick’s. 


NOW AVAILABLE IN: Write for latest catalog—Dept. B-58 


tae 
Kiddies’ (K-66) size 2. Infants’ (1-66) size 7, Chil- * made only by— 
dren’s (C-66) size 10, Misses’ (J-66) size 13, Women’s 
(W-66) size 4, Boys’ (B-66) size 4, Men’s (M-66) size 8 SHOE FORM Co. INC. 
New York City Auburn, New York St. Louis, Mo. 
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Factory 
Fresh 
Footwear 








Soe Nationally Advertised, Branded Shoes for 
Pe Women, Men and Children . . . Over 
Bb 1,000 Styles in Sizeable Quantities . . . 
a All at a Price! 


Baker from Washington 
(CONTINUED FROM PAGE 100) 


“small operators.” 

Jalisco producers favor the ce- 
mented method of manufacture. 
About 70 per cent of their total out- 
put is cemented. About 25 per cent 
of the output is stitchdowns, and the 
balance—about 5 per cent—is Good- 
year welt production. 

Almost 100 per cent of the un- 
tanned hides used in shoe production 
are imported from the United States. 
(Most Mexican hides are not suitable 
for footwear production.) In addi- 
tion to imports from the U. S., other 
high grade hides are brought in from 
England, France, the Netherlands, 
Italy, West Germany, Belgium, and 
other European countries. 

At retail, men’s shoes sell for about 
50 pesos. Women’s footwear averages 
25 pesos at retail, and children’s 
shoes 18 pesos per pair. The best 
quality men’s shoe (‘‘Calzada 
Canada’’) sells for 165 pesos 
($13.20). 

As for imports, certain name- 
brands like Florsheim and Bally are 
sold in Guadalajara, but since their 
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prices exceed those for local mer- 
chandise of equal quality, their mar- 
ket remains limited. 


The Administration’s stock is on 
the rise again. In recent months, it 
has fallen off sharply, due almost en- 
tirely to unemployment and the lack 
of industrial buying. But there are 
increasing signs, here and there, that 
the worst is over. It doesn’t show yet, 
but there is some evidence that a 
pickup is already underway. 

If Ike can end the recession by 
late summer, as he hopes to, Repub- 
lican candidates should at least hold 
their own at the polls this November. 
But if business is still growling along 
in low gear six months from now, 
there seems little doubt but that 
Democrats will add to their present 
majorities in the Senate and in the 
House. 

Here is some substantial evidence 
that economic recovery is already 
under way: 

Unemployment is no longer on the 
rise. (Levelling-off showed up in late 
March. ) 

Auto production is up—slightly, 
but still up. 





‘© Popular Price Shoe Show, New York. .. 
New York Trade Show Bldg., Rooms 502-22-24 


© Southwestern Shoe Travelers Show, Dallas. May 11-14 


© West Coast Shoe Travelers Show, Los Angeles 


1215 Washington Ave., Saint Louis 3, Mo. 
“WHILE IN TOWN... SEE WEIL” 





.... at the Shows! 


© Southeastern Shoe Travelers Show, Atlanta. ..May 4-7 


Piedmont Hotel—Parlor D 





.. May 4-8 


Adolphus Hotel—Room 1010 


May 18-22 fe 
Alexandria Hotel—Room 821 bor 





Quality Shoes Since ‘32 







Machine tool orders have perked 


up substantially in the 
weeks. 

New defense contracts are being 
issued daily from the Pentagon. 

Watch the basic economic barom- 
eters closely in the next couple of 
weeks. Keep an eye on production of 
steel, autos, tools, and on the rate of 
industrial and residental construc- 
tion. These probably will tell the 
story on whether or not we’ll be out 
of the recession woods in the third 
quarter. 


past few 


A new government publication 
lists 45 ways Washington offers 
financial help to communities. The 
booklet, “Federal Activities Helpful 
to Communities,” is intended as a 
checklist by which cities and towns 
may find out all the federal programs 


of assistance that are currently 
available. 
Examples of federal assistance 


programs: Federal grants for sewage 
treatment works, interest-free plan- 
ning advances for nonfederal public 
works, federal loans and procurement 
aids for small firms, technical as- 

(CONTINUED ON FOLLOWING PAGE) 
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sistance for community job-develop- 
ment programs, and an explanation 
of how contract preferences to labor- 
surplus areas are applied. 

For a copy, send 20 cents to the 
Government Printing Office, Wash- 
ington 25, D. C., and ask for “Fed- 
eral Activities Helpful to Communi- 
ties.” 


The House has approved legisla- 
tion to make it clear that importers 
of sneakers must pay the rates of 
duty applying to rubber footwear, 
rather than the rates for leather 
footwear. 

Tariffs on leather footwear are 
considerably lower than those for 
rubber footwear. Some importers 
have been able legally to claim the 
lower rate because of the inclusion of 
small bits of leather in the uppers of 
the sneakers. 

The bill (H.R. 9291), which is 
sponsored by Rep. Antoni N. Sadlak 
(Connecticut Republican), is now 
pending before the Senate Finance 
Committee. 

In the House, the Sadlak bill was 
approved without opposition. Chair- 
man Mills (Arkansas Democrat) of 
the Ways and Means Committee ex- 
plained to the House membership 
how some importers have been able 
to gain a tariff advantage in the im- 
portation of sneakers by the device 
of including token amounts of 
leather in the uppers. Because of 
what Mr. Mills called an “artful 
manipulation,” sneakers have been 
arriving at U.S. ports in large quan- 
tities. Mr. Mills and Mr. Sadlak were 
supported in their endorsement of 
the bill by Reps. Daniel A. Reed 
(New York Republican), F. Jay 
Nimtz (Indiana Republican), and 
Aime J. Forand (Rhode Island Dem- 
ocrat). 


Federal tax agents have officially 
backed down on earlier threats to 
require detailed reporting of all busi- 
ness expense accounts, no matter how 
small. 

Under new regulations issued by 
the Internal Revenue Service, em- 
ployes who account for their business 
expenses to their employers will not 
have to report these expenses as in- 
come and detail their expenses to the 
government. 

Thus these employes won’t have to 
worry about keeping detailed records 
of each cab ride or telephone call, and 
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employers won’t have to spend the 
time and money providing such fig- 
ures to employes. 

Only persons who get flat expense 
accounts, and do not report how they 
are spent to their employers, will 
have to treat these sums as income 
and give details of how it was spent 
in the pursuit of business to the tax 
agents. 


Recorder to Print Article 
on Merchandise Planning 


BEGINNING with the May 15 
issue, BOOT AND SHOE RECORDER will 
publish an article in two parts on 
merchandise planning. The article, 
under the title, Making a Budget 
Plan, will be written by Harry 
Pierce, shoe buyer for T. A. Chap- 
man Co., Milwaukee department 
store. It will cover the following: 

Merchandise planning, reasons and 
advantages. 

How to begin: figures needed to 
start, suggested plan sheet for 
entries. 

Deciding on turnover mark-downs, 
purchases at retail and cost, how 
to do, keeping track of transac- 
tions. 

Checking the completed plan for 
omissions and additions. 

The plan in operation. 

The article will show the actual 
working of a merchandise plan. It 
will detail methods of budgeting 
stocks, sales and purchases, Charts 
will be used for illustrations. 


e Trade Literature 


16-Page Brochure Depicts 
Last as a Force in Fashion 
LONG ISLAND CITY, N. Y.—An 
attractive brochure illustrating im- 
pact of the shoe last as a creative 
force in fashion was recently re- 


leased by the Sterling Last Corpora- 
tion. 

The brochure, which is 16 pages 
in length and printed in offset with 
two colors, provides “a glimpse be- 
hind the show windows of the Ameri- 
can shoe industry.” The shoe last is 
described as not only an important 
and well-engineered piece of indus- 
trial equipment, but a creative force 
in fashion as well. 

The force is seen when the manu- 
facturer’s designer consults with the 
last maker. At this time he examines 
the last maker’s collection of models, 
consults with model makers, and thus 
gains many new insights. 


Du Pont and U. S. Society 


WILMINGTON, DEL.—“This Is 
Du Pont,” a 52-page booklet pub- 
lished by the Du Pont Company 
here, uses the Du Pont story to illus- 
trate industry’s role in modern U. S. 
society and the development of in- 
dustry with the growth of the 
nation. 

More than any organization in 
history, the booklet says, the large 
industrial corporation has demon- 
strated the “ability to bring people 
everywhere the technology and the 
gains of modern life.” 


Booklet Recalls 50 Years 
Of American Biltrite Rubber 


CHELSEA, MASS.—In commemo- 
ration of its 50th anniversary, the 
American Biltrite Rubber Company 
has prepared an illustrated, 16-page 
brochure outlining the company’s 
history and accomplishments. 

Entitled “The First Fifty Years 
of Growth and Progress, 1908-1958,” 
the booklet notes that the company 
has grown from a small, family en- 
terprise to the world’s largest manu- 
facturer of shoe soling materials. 

With eight wholly-owned subsidi- 
aries and one division, American 
Biltrite has an annual sales volume 
exceeding $60 million. Plants in the 
United States and Canada employ 
more than 5,000 skilled workers. 

At Chelsea and Stoughton, Mass., 
the brochure explains, the company 
makes a diversified line of soles, 
heels and plastic shoe welting as well 
as vinyl garden hose, sponge rubber 
and related products. More than 
1,000 shoe factories throughout the 
country use American Biltrite prod- 
ucts. 
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Retail Trade 
(CONTINUED FROM PAGE 80) 


pinpoint the reason. Many of them 
blame it on too much talk about the 
recession. They feel that consumers 
have been made aware of a necessity 
to retrench. For the first time in 
years, shoppers—men and women 
alike—are price conscious. They ask 
the price of the shoes before they 
will even try them on; and the multi- 
ple sale is the exception rather 
than the rule. 

By the same token, popular price 
lines fare better. Their sales figures, 
in most cases, are as good or better 
than last year. 

If they are going to increase traffic 
in the stores and stimulate selling, 
retailers know they must advertise 
and promote. In women’s shoes, they 
have put the emphasis on patent 
leather, calfskin, kidskin, shaded 
satin, cotton and fabrics, in black, 
navy, bone, red with mid-high as well 
as high heels. 

This is a season for walking and 
promotions have stressed softness, 
lightness, flexibility and comfort. In 
men’s shoes, it is the basic types that 
are selling well. 


Pocket Suede Shoe Brush 


A NEW product of the Knomark 
Manufacturing Company, makers of 
shoe-care accessories, is the Esquire 
Duplex Suede Compact, with a brass 
wire brush that retracts into a plas- 
tic case. The Compact performs 
triple duty as a suede cleaner, shoe 
horn, and lint-remover from cloth- 
ing. Only a light brushing touch is 
required to remove all surface dirt 
and renew the nap on suede shoes 
and other nappy material on gloves 
and handbags. The Compact fits 
easily in purse or pocket. It is 
slightly larger than an ordinary 
match box. 
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--- THROUGH EXPERIENCE 


Over a century ago, pride of workmanship made 
the New England shoe industry great. Today, sons 
and grandsons of the early craftsmen combine the 
old-time skills with the most modern manufacturing 
methods, using the finest materials available. The 
result is John Addison Footwear — shoes famous 
for service, for top value at a minimum price. 


JOHN ADDISON FOOTWEAR INC. » MARLBORO » MASSACHUSETTS 
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Allen-Edmonds Line Keyed 
To ‘Africa Gold’ Promotion 


BELGIUM, WIS.—A new style 
line featuring a combination of 
charcoal-brown Borhide with gold- 
colored stitching designed to com- 
plement “Ivy League” clothing and 
accessories, has been announced by 
Allen-Edmonds Shoe Corporation. 
Plain-toe styles, bluchers, mocca- 
sins, loafers and wing-tips are in- 
cluded. 

The line has been grouped to- 
gether for an eye-appealing “Afri- 


can Gold” promotion. Colors of the 
point-of-sale pieces reflect the rich, 
deep browns of native African 
sculpture, the company said. 





ST. LOUIS—If you gave 
your wife a pair of shoes a 
week out of today’s Heydays 
stock department—and they 
did not add a new shoe, it 
would take a year and a half 
for her to have 1 pair of each. 

ADV 





















FORECAST: 


WARM 
RECEPTION 
HIGH 
SALES 

FOR 

BASO 
WOMEN’S 


WEEJUNS* 


WITH A 
NEW, 
TAPERED 
TOE! 


The ever-popular classic pre- 
ferred for its true moccasin 


quality 
. lasting comfort 


construction 
leathers .. 


slender new LIDO LAST for 
strong Spring and Summer 


promotions . for year 








"round sales. 

Nationally Advertised In 
Glamour 

Mademoiselle 

The New Yorker 

*T.M. Reg. 


BASO 


Originators of Weejuns* 


















G. H. BASS & CO., Dept. BS-5, Wilton, Maine » 614 Marbridge Bldg.,N.Y.C.1,N.Y. 


106 





. now available on the 





| 


Letters... 
A Word About Profiles: ‘Perceptive’ 


It occurs to me on reflection that our industry’s 
magazines and papers generally produce some fine 
literary efforts. And occasionally one of your craft 
comes along and does something exceptional. I refer, 
of course, to Estelle G. Anderson’s “Profile’’ series. 

I would like especially to comment on the fellowing 
quote from your Abe Weinman profile: “To it (the 
Five Star Shoe Company) Abe brought his many 
capabilities .. . a logical and organized approach, a 
fact-finding mind, the ability to weed out the extrane- 
ous and retain the important, getting along with 
people—understanding them and liking them.” 

Such a personal summary is perceptive, sparkling 
and precise and in my opinion great writing. 

PHILIP B. BAYES 
SOLBY BAYES 
BOSTON, MASS. 




























Through Recorder Series, ‘Better Understanding’ 

We were very pleased with the article in the March 
15 issue of the BOOT AND SHOE RECORDER, “What’s in 
a Shoe and How to Sell It,” where the subject matter 
is welting. 

The article is well written and certainly should 
contribute greatly to a better understanding, particu- 
larly at the retail level, of the use of welting in the 
manufacture of shoes. The information contained in 
the article will contribute immeasurably to the better- 
ment of selling shoes in the retail stores. The Boot 
AND SHOE RECORDER is performing a real service in 
providing articles of this kind. 

F. L. SHEA, SALES MANAGER 
BARBOUR WELTING COMPANY 
BROCKTON, MASS. 


‘Another Authoritative Forecast’ 

Just a note to let you know how highly we think of 
the women’s shoe fashion coverage in the BOOT AND 
SHOE RECORDER. 

This came again to mind when I saw the layout, 
“Geometry in the Fashion Field,” in the April 1 issue. 
It is another one of your truly authoritative and 
knowing shoe fashion forecasts. 

WALTER KRAUS, DIRECTOR 
LEATHER INDUSTRIES OF AMERICA 
NEW YORK, N. Y. 


The Technical Made Simple 
Recently you started a series of articles by William 
Rossi on ‘“What’s in a Shoe and How to Sell It.” 
Having been in the corrective and scientific shoe 
business for almost 30 years, I sincerely want to say 
that it is the first time I have read or seen an article 
so well put together for the lay people who are in the 
important work of fitting feet. My clerks look for- 
ward to every issue. 
PAUL DE FALCO, PRESIDENT 
PAUL DE FALCO, INC. 
POUGHKEEPSIE, N. Y. 
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LIA to Run Fashion 


Service for Press 


NEW YORK — Operation of a 
Fashion Advisory Service, which 
has been carried on for several 
years by the National Shoe Manu- 
facturers Association, has been 
transferred to Leather Industries 
of America. 

The new service will debut offi- 
cially the third week in July, when 
LIA will be host to more than 350 
fashion and women’s editors of 
leading U. S. newspapers, maga- 
zines and news and feature ser- 
vices, as well as representatives 
from the television networks. Dan 
Gutmann, president of LIA, said, 
“The editors will be given a com- 
prehensive preview of footwear 
styles for fall and winter.” News 
and picture material will be dis- 
tributed. 

Twice a year, Mr. Gutmann said, 
the same procedure will be followed 
when the editors visit New York 
to view spring and winter apparel 
collections. The LIA head said his 
organization also maintains year- 
round contact with the press and 
television to obtain “maximum cov- 
erage” for shoes. 

The Fashion Advisory Service 
was set up after World War II by 
NSMA to provide fashion informa- 
tion to national magazines, few of 
which had shoe editors then. Mer- 
rill A. Watson, executive vice-presi- 
dent of the manufacturers’ group, 
announced transfer of the service 
in a letter to members. NSMA and 
LIA have a common objective, he 
said: “More publicity for foot- 
wear.” 

Mr. Gutmann, outlining plans for 
expansion of the service, said a 
section of LIA’s New York head- 
quarters is being redesigned for a 
permanent display of footwear. 


Wellco Cowboy Boot Cited 


NEW YORK—Wellco Shoe Corpo- 
ration, Waynesville, N. C., won hon- 
orable mention for its cowboy boot 
in the 1958 Versatility in Design 
and Use Contest sponsored by Hess 
Brothers, Allentown, Pa., depart- 
ment store. The boot cited is a com- 
bination cowboy-cowgirl model with 
a side pocket-holster and toy gun. 
The boot serves as a toy as well as 
wearing apparel. 
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Theater-Like Store Boosts, Speeds Sales 


TREMERREL OUT RES 


They show shoes here, not movies . . . 


and the staff of The Family Shoe Store, 


Aurora, Colo., finds the novel physical layout a stimulant to sales. 


AURORA, COLO.—The unusual, 
theater-like layout of the women’s 
shoe department at the The Family 
Shoe Store here invariably sur- 
prises first-time customers. 

But take it from the manage- 
ment: there’s a highly practical 
reason for it. Because of the novel 
presentation system used, the store 
sells a much heavier volume each 
day, they say. 

In the department are three rows 
of four chairs each, looking just 
like a miniature theater. The 
“stage” they face is an archway 
leading to stockrooms on either side 
at the rear. 

On a busy day, eight to 10 women 
may be seated in the department. 
After asking a customer her size 
and general requirements, the sales- 
man steps into the archway and— 
with a touch of dramatics—holds 
up one pair of shoes after another 
for her opinion. 

Meanwhile, the other customers 
are facing in the same direction, 
and each pair of shoes held up for 
one customer’s inspection is usually 
seen by the whole group. The result 
has been numerous “impulse sales” 
when a customer awaiting her turn 
became interested in a style that 
wouldn’t have occurred to her 
otherwise. 


There have been dozens of times, 
too, when extra-unit sales have 
been accomplished. The customer 
bought not only the shoes she orig- 
inally had in mind but a second 
pair which caught her attention as 
they were being styled for someone 
else. 

Frequently, according to the man- 
agement, the “stage” layout proves 
ideal for producing several simul- 
taneous sales when two or three 
customers come in together with 
the same style of footwear in mind. 
One salesman waits on all the cus- 
tomers, helping them make up their 
minds swiftly. 

And the theater layout proves its 
usefulness again when sales meet- 
ings, fashion shows and similar 
events are held. 


Elected to Block Stores Post 

SEATTLE — Louis Kollinger has 
been elected vice-president, general 
manager and treasurer of Block 
Shoe Stores, Inc., a division of Shoe 
Corporation of America operating 
42 family-type stores in the Pacific 
Northwest. 

Robert W. Schiff, president of the 
Block organization, made the an- 
nouncement. Mr. Kollinger succeeds 
Robert J. Block as general manager 
and Max H. Block as treasurer. 
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Allied Products Show Groups to Report Styling Trends 


NEW YORK—Directors of the 
Allied Shoe Products Show and 
Style Exhibit, aiming to make their 
show “America’s semi - annual 
launching site for the new in shoe 
styling,” have named six commit- 
tees which will issue advance re- 
ports on styles and shoe fashion 
trends prior to each show. 

The committees will base their 
reports—projecting the next sea- 
son’s key themes in footwear fash- 
ions—on surveys and studies of 
style developments in their respec- 
tive branches of the industry. 

The styling research program 
marks a reorganization of the show, 
now in its 18th year. Approving it 
at a recent meeting, the 26-man 
board of directors said the program 
was “designed to make a major con- 
tribution to the shoe industry’s sea- 
sonal direction and planning in 
styling programs.” 

The program will get underway 
in time for the 35th semi-annual 
exhibit, August 3-6 in the New York 
Trade Show Building. 

General show chairman is David 
Serling, president of Sterling Last 
Corporation, Long Island City, N. Y. 

Chairmen of the specialized style 
committees are: Abe Kaplan, Kap- 
lan Products and Textiles, Inc., 
shoe fabrics; Howard Salovitch, 
Wilner Wood Products Company, 
heels; Jack Kowal, Bowcraft Trim- 
ming Company, shoe ornaments; 
Jerome M. Schlakman, American 
Biltrite Rubber Company, shoe sol- 
ing; Mr. Serling, shoe lasts, and 
Ralph Parker, Thomas Taylor & 
Sons Company, shoe _ trimmings, 
bindings and goring. 

Commented show officials, “This 
opens up a vast reservoir of ad- 
vance style information. For ex- 
ample, there are nearly 200 Allied 
Shoe exhibitors, representing the 
leading firms in their respective 
fields.” 

Said Mr. Serling, “Here we have 
entire groups of leading allied 
trades firms whose fashion-trend 
knowledge in their respective fields 
will provide the shoe industry with 
advance fashion information that 
will serve as an authoritative and 
practical guide to what’s ahead in 
styling.” 
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David Serling, who is general chairman 
of the spring-summer Allied Shoe Prod- 
ucts Show and Style Exhibit. 





Miami Shoe Show Officials 
Sign Contract with New Hotel 


MIAMI, FLA.—Officials of the 
Miami Shoe Show announced signing 
of a contract with the new $20 mil- 
lion Deauville Hotel in Miami Beach 
in preparation for their first major 
show, September 27 to 30. 

Promotional Director Barney Noo- 
nan said the show will feature manu- 
facturers’ lines of men’s, women’s 
and children’s shoes. There are 102 
members so far and 150 are expected 
by show time. Merchants who pur- 
chase spring shoes will be assured of 
delivery in plenty of time for pre- 
Easter sales, Mr. Noonan said. 

The hotel is offering off-season 
rates to merchants and their wives. 

Show officers include: E. G. 
Gillaspy, chairman; Vince Bush, 
vice-chairman, and Harry Cawn, 
secretary-treasurer. 





Foundation to Sponsor 34th 
Foot Health Week, May 9-16 


WASHINGTON, D. C.—The 34th an- 
nual Foot Health Week will be observed 
May 9 to 16 with a national and local 
promotional effort by the American Foot 
Health Foundation emphasizing foot care 
and properly fitting shoes. 

Claiming the week-long observance 
offers “an unusual merchandising oppor- 
tunity" for shoemen, the foundation is 
supplying, at cost, promotional materials 
including wipdow streamers, pamphlets, 
scrolls, posters, newspaper mats and re- 
leases, and radio-felevision spot an- 
nouncements. Such materials are avail- 
able from Dr. Sidney Hirschberg, execu- 
tive director, 107-07 Continental Ave., 
Forest Hills 75, N. Y. 


Florsheim Presents 


Fontana Collection 


NEW YORK—The first complete 
collection of Florsheim shoes de- 
signed by the House of Fontana was 
presented recently to the press at the 
Hotel Plaza here. The showing and a 
reception were given by Mr. and 
Mrs. Harold M. Florsheim in honor 
of Signora Mico] Fontana, who flew 
from Rome for the occasion. 

Commenting on his firm’s new 
association with the House of Fon- 
tana, Mr. Florsheim said, “It gives 
us the authentic fashion inspiration 
of a talented Italian designer, and 
we know that fashion-conscious wo- 
men everywhere recognize and appre- 
ciate her sure instinct for clothes 
and shoes that go together.” 

There is great diversity in the new 
Fontana-Florsheim collection. Both 
pointed and square-tipped shoes are 
included, on three heel heights rang- 
ing from 21/8 and 18/8 to 14/8. Both 
stacked leather and curved Louis 
heels on the lower heels are endorsed 
for wear with today’s shorter skirts 
and eased silhouettes. Leathers in- 
clude calf, suede, brushed leather, 
hair calf, alligator and luxury fab- 
rics. 

Fontana endorses olive green, beet 
root, copper, bright blue and the mid- 
browns. While most of the shoes are 
in one color, there is a newsy harle- 
quin spectator in stained glass color 
combinations of lustre leather com- 
bined with black suede. 

Featured in the collection is a 
ghillie tie in brushed colored suede 
with little curved chemise heel. There 
are many straps and several ties. 
Trimmings on the tailored and 
dressy shoes are discreet. Tiny gold 
chains on several styles in both are 
distinctive trims in the line. 

The shoes will retail mainly at 
$21.95 and somewhat higher, with 
special materials such as alligator in 
higher brackets. 

A special advertising and promo- 
tion program is planned. 


2d Hagerstown Thom McAn 


HAGERSTOWN, MD.—Thom Mc- 
An has opened its second unit here 
in the 1,300-parking-space Long 
Meadow Shopping Center. The fam- 
ily store will be managed by David 
Gray, who has been manager of a 
Thom McAn store in Arlington, Va. 
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Fashion Board Publicizes 
Spring-into-Summer Styles 


ee. Bano .. 
These three spring-into-summer shoes 
were promoted by the Shoe Fashion 
Board of St. Louis in a recent news re- 
lease to fashion editors across the na- 
tion. On the closed toe sling at upper 
left, a Paradise shoe, cool hues of moss 
green blend with turquoise and blue. The 
floral shoe at upper right is of soft white 
calfskin imprinted with blossoms in tones 
of violet, yellow, pink and green. A Bare- 
foot Original, the T-strap features closed 
toe and open shank. The Rhythm Step 
striped pump of grey, white and black 
shantung points up the popularity of 
the mid heel. 





Indiana Schiff Stores Use TV 


SOUTH BEND, IND. Schiff’s 
Shoe Store managers in the South 
Bend-Elkhart area have signed 
their third consecutive 52-week con- 
tract with WNDU-TV, making them 
the television station’s oldest con- 
sistent advertiser. The stores have 
used TV as their No. 1 advertising 
medium. 


Extensive Merchandising Planned for ‘Cheyenne’ Boots 


CLARKSVILLE, TENN.—Televi- 
sion’s “Cheyenne” has become the 
basis for one of the most extensive 
footwear merchandising promotions 
to be based on a Hollywood person- 
ality. 

To promote sales of its ‘“Chey- 
enne” western boots, the Acme Boot 
Company, Inc., here, has launched a 
coast-to-coast advertising program. 

The boot design features arrow- 
heads such as the western hero 
wears on his hatband in the Warner 
Brothers’ ABC-TV network series, 
starring Clint Walker. The design 
is incorporated into the boot styling 
as a hammered silver arrowhead in- 
lay on the leather pull straps. In 
addition the boots have silver arrow- 
head inlays on the cuff and are 
trimmed in silver piping. 

Enclosed in every box with the 
boots is an autographed picture of 
Cheyenne. The company has sent 
window display sets to dealers, to 
be followed later in the year by 
other display material. 

The boot is being advertised na- 
tionally in Parents’ Magazine, West- 
ern Horseman and Today’s Health, 
a publication of the American Medi- 
cal Association. A nationwide sched- 
ule of 700 newspapers will also be 
used. Available to dealers are sets 
of newspaper mats, TV slides and 
radio advertising copy. 

In addition, the company reported, 
Acme boots are being worn by ac- 
tors in Warner television and movie 
productions. 


The boots are made in black or 
brown in a combination of a smooth 
leather foot with a _ contrasting 


‘crushed Broadtail leather top. In 


boy and girl sizes, they are made in 
Acme’s custom-toe with medium 
pitched cowboy heel, and also with 
the medium toe and low “Dogger” 
heel. Infant sizes are made with 
a medium toe and low broad heel. 








Governor Joins in Honoring 
Shoe Chain Contest Winner 


Pennsylvania Governor George M. Lead- 
er presents certificate to Miss Julya 
Lanciano, Lansdale, Pa., as state's “good- 
will ambassador" to Rome. With them is 
Emanuel Wachstein, executive vice-pres- 
ident of Geuting's Shoe Stores. The 
Philadelphia area chain awarded an ail- 
expenses-paid trip to Miss Lanciano as 
the person best demonstrating “the spirit 
of friendliness and cooperation that has 
made shanti ste famous.” 





men for style—for comfort—for value. 
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CALZATURIFICIO FRATELLI MARTINI di A. G. FRATELLI ROSS! 
Italy's Largest Shoe Manufacturer 


MARTINI-ROSSI: Italy's leading producer of high fashion men's shoes presents a long, strong 
line designed expressly for the American market. Every wanted Italian style is constructed in 
sizes and widths to fit American feet. Martini-Rossi, now in their third year, are being profitably 
promoted by fine stores everywhere. They have received enthusiastic acceptance by American 


FRATELLI MARTINI- ROSSI, INC. 


BRAVO ITALIANOS! 


AMERICA’S FINEST STORES 
FEATURE THIS 7 FINE LINE 


SEE THEM P.P.S.S.A. 
ROOM 651 
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NEW YORK 18, N. 
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ST. LOUIS—A goose that lays a 
“golden egg” will be featured in 
Friedman - Shelby’s fall promotion 
of Red Goose shoes for children. 
Advertised on television and in 
newspapers, a life-like 30-inch goose 





Red Goose "golden egg" display 


will produce an “egg” each time a 
pair of Red Goose shoes is sold. 
Dealers taking part in the new 
promotion will display a replica of 
the Red Goose trademark which, at 
a tug of its long slender neck, will 
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‘Geese’ Will Lay ‘Golden Eggs’ in Fall Sales Promotion 


dispense a three-inch, gold-colored 
plastic egg. Inside each egg is a 
surprise package featuring such 
novelties as candy, whistles, tops, 
chewing gum and the like. When the 
surprise items have been removed, 
the egg can be used by the child as 
a coin bank. 

The promotion will be advertised 
in 80 television markets by spot an- 
nouncements beginning August 1, 
continuing through the _ back-to- 
school selling season. The news- 
paper ads will tie in. 

Friedman-Shelby division of In- 
ternational Shoe Company has 
planned a Rose Bowl football game 
contest, sponsored by Kingsway 
shoes for young men. Contest en- 
trants simply submit their names, 
together with the name of their 
Kingsway dealer, to the address de- 
signated in ads appearing this fall in 
Esquire and Sport magazines. Win- 
ner will receive an all-expense-paid 
trip for two to the Rose Bowl game, 
plus expense money, Kingsway shoes 
and luggage. 

Grace Walker women’s shoes will 
again this fall be the most exten- 































Style No. 40 
Baby-Soxers Pink, Blue, 
Mint, Maize, White Sueded 
All Nylon Slipper with 
Attached Helanca Sock 
Top. Transparent Gift 
Box. Sizes 0—2 
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Yes, mothers know they get the most for their money when 
they buy Ideals. There’s a ‘ 
pair of IDEALS that appeals to every mother. It’s a 56 year 


‘value bonus” built into every 


old background of baby shoemaking know-how plus the 
very finest materials and styling. They LIKE the four exclusive 
groups: CRIB, SOFT SOLE, INTERMEDIATE and FLEXIBLE 
WALKING STYLES that give the baby the assurance of the 
best start toward foot happiness during his 65,000 mile walk 
through life. Ideals are the brand mothers TRUST ... sell 
them with confidence. 


MRS. pays Ydeal pasy SHOE CO., INC. 


DANVERS, MASSACHUSETTS 


924-A MERCHANDISE MART 6-104 MERCHANDISE MART 
CHICAGO 54, ILLINOIS DALLAS, TEXAS 


71 WEST 35TH ST. 
NEW YORK 1, N.Y. 


sively advertised line on radio and 
television. Shoes are awarded every 
day to contestants on “Queen for a 
Day,” daytime show. 

John C. Roberts men’s shoes will 
be nationally advertised in Sports 
Illustrated magazine and in local TV 
film spots. 


Retailer’s Record: 58 Years 
In Business, 38 in Own Store 


PRINCETON, IND. — The 20th 
century was an infant when Adam 
D. Heldt entered the shoe business. 
He was 16 then. Now 74, he has 
been selling shoes and allied mer- 
chandise ever since. 

Mr. Heldt opened his own store 
























ADAM D. HELDT 


in Princeton in 1920. In 1939 his 
son, Bill, joined him there, and the 
younger Mr. Heldt has been asso- 
ciated with his father since, except 
for three years in the Army. They 
call the firm Adam D. Heldt & Son, 
the Family Shoe Store. 

During 58 years in the business, 
the elder Mr. Heldt guesses he has 
fitted shoes on most of the children 
in his county. 





Shop Installs Fitting Platform 
To Replace X-Ray Machine 


LINCOLN, NEB.—Wells & Frost, 
a family shoe store at 1134 “O” St., 
here, has installed the city’s first 
children’s fitting platform as part of 
a general remodeling program, ac- 
cording to President Jack Wells. The 
new fixture occupies the space in the 
street floor department formerly held 
by an X-ray fitting machine, which 
has been discontinued. 
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IMPORTANT NOTICE TO SUBSCRIBERS 


Changes of address require four weeks’ notice. 
Notify your Postmaster and BOOT AND SHOE 
RECORDER Circulation Department at the earliest 
possible moment. 


When ordering change, please INCLUDE IM- 
PRINTED STRIP showing exactly how magazine is 
now addressed. This will enable us to put the change 
into effect with a minimum of delay. 
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‘Mr. Neolite’ to Aid Brand 
Identification for Goodyear 
AKRON, O.—A fetching little car- 
toon character named “Mr. Neolite”’ 
will be introduced this spring in a 
Goodyear Tire & Rubber Company 
advertising campaign. 
The campaign, 
described as two- 
pronged, will also 
feature well 
known brands of 
shoes made with 
Neolite soles. Mr. 
Neolite will ap- 
pear in every 
magazine adver- 
tisement and tele- 
vision commercial 
that features 
Neolite soles and heels. 
Goodyear officials explained that 
synthetic soling materials which 
have appeared on the market after 


MR. NEOLITE 


the introduction of Neolite are some- 
times confused by the buying public 
with the Goodyear product. Mr. 
Neolite will be used to remind con- 
sumers to look for the brand name. 

Full-page ads are planned for 
Life, Parents’ Magazine, Boys’ Life, 
Glamour, Mademoiselle and Seven- 
teen, and a number of NBC-TV com- 
mercials are scheduled for Goodyear 
Theater featuring the brand-name- 
conscious character. 


Bound for Shopping Center 
Nordstrom’s, one of 
this city’s largest retail shoe firms, 
will move in August into a new 
Bellevue Shopping Center store con- 
taining 7,800 square feet of floor 
space. The shoe company was 
founded in 1901 by John W. Nord- 
strom and is operated now by his 
sons, Everett, Elmer and Lloyd. 





Edison Bros. Stores Names 
Argyries as Division Buyer 


Harry Argyries, who has been named buy- 
er for the house shoe, tennis shoe and 
rubber footwear division of Edison Broth- 
ers Stores, Inc., St. Louis, the appoint- 
ment to take effect in early fall. Until 
then Mr. Argyries will continue as Quali- 
Craft merchandiser for the 71 Leed's 
stores on the West Coast. 
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¢ Financial 


Shoe Corp. March Sales 
12% Better Than Year Ago 


COLUMBUS, O.—Pre-Easter shoe 
sales were credited with swinging 
Shoe Corporation of America’s vol- 
ume well into the gain side for the 
four weeks ended March 29, com- 
pany Secretary Oscar L. Fleckner 
said. 

He reported sales of $5,619,037 
for those four weeks as compared 
with $4,983,288 for the comparable 
period last year. The increase repre- 
sented a 12.76 per cent gain. 

Sales for the first 13 weeks were 
$15,715,674 this year, and $14,718,- 
191 in 1957—a gain of 6.78 per cent. 


Kinney March Sales Up 36% 
NEW YORK—With 415 stores in 
operation as compared with 381 a 
year ago, the G. R. Kinney Corpora- 
tion, shoe chain, reported retail 
sales increased 36.7 per cent to $5,- 
540,000 for March, 1958, as against 
March, 1957. The company said its 
sales for the first three months of 
this year were 27.2 per cent greater 
than for the same period of 1957. 


24% Gain for Melville Corp. 


NEW YORK—Melville Shoe Cor- 
poration announced that retail sales 
for the four weeks ended March 29 
were $9,224,437, an increase of 24 
per cent over the $7,438,330 sales in 
the same four weeks of 1957. First 
quarter sales totaled $22,408,594, an 
increase of 5.5 per cent from last 
year’s figure, the company said. 


Edison Reports 23% Jump 


ST. LOUIS —Edison Brothers 
Stores, Inc., has reported consoli- 
dated net sales of $9,123,901 for 
March. This compares with $7,389,- 
899 for the month of March, 1957, 
an increase of $1,734,002 or 23.46 
per cent. 

For the three months ending 
March 31, sales amounted to $20,- 
054,497, as compared with $18,138,- 
688 for the same period last year. 
This is an increase of 10.56 per 
cent. 


National Shoes 24% Ahead 
NEW YORK — National Shoes, 
Inc., 145-store chain in the East, re- 
ported a 24.4 per cent sales gain for 
March, 1958, over March of last 
year. 


The comparative totals were 


$1,759,411 and $1,413,930. For the 
first three months of 1958, sales 
showed a 6.3 per cent increase over 
the corresponding part of 1957. 


U. S. Rubber Income Dips; 
Better Second Quarter Seen 


NEW YORK—The United States 
Rubber Company’s first-quarter earn- 
ings dipped from $8,200,000, or $1.20 
per common share, in 1957 to $3,800,- 
000, or 44 cents a share this year, 
H. E. Humphreys, Jr., chairman, re- 
ported to stockholders. 

Mr. Humphreys said sales dropped 
from $232 million to $196 million 
during the same period, about 15 per 
cent. Although he did not predict 
results for the whole year, he said 
sales and earnings would show im- 
provement in the second quarter. 


Goodrich Earnings Fall 38%; 
Capital Outlay Changes Little 
NEW YORK—Although sales de- 
clined 11.8 per cent and earnings fell 
38 per cent during the first three 
months of 1958, as compared with 
1957’s first quarter, B. F. Goodrich 
Company plans to spend almost as 
much for capital expenditures and 
investment this year as last. 
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NEW FALL & WINTER ‘58 & 59 
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JUVENILE & TEEN-AGE WELTS 
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Announcing the program at the 
/company’s annual meeting, John L. 
| Collyer, chairman of the board, called 
it “an expression of confidence in the 
future.” Outlining the recession’s 
effect on Goodrich, President J. W. 
Keener said those lines of merchan- 
dise closest to the consumer had 
| suffered the least. 


Olen Co. Will Offer Stock 


MOBILE, ALA.—The Olen Com- 
| pany, Inc., which operates 119 junior 
| department stores in the South and 
| Southwest, has filed a registration 
statement covering 100,000 shares 
| of common stock with the Securities 
/}and Exchange Commission. 

The stock, first to be offered pub- 
licly by the firm, will be sold through 
underwriters led by R. S. Dickson 
& Co., Charlotte, N. C. 





ST. LOUIS—The Fall 1958 
line of samples of the Hey- 
days line has 9 different ma- 
terials in it, a total of 40 
colors. 
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EXTRA PROFIT 


SELL THE NEW 
™ 
FOOT MASSAGER! 


@ Soothes—Relaxes 
@ Renews blood circulation in tired foot muscles 
@ Relieves pain due to fallen arches 

@ An aid to the many chronic foot sufferers 























RETAIL 

A PROVEN PRODUCT THAT WILL ADD DOLLARS 
AND MAKE LASTING CUSTOMERS. 
WRITE FOR COMPLETE INFORMATION 
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© Obituaries Raymond E. Littmann 
William E. Brady ST. LOUIS—Raymond E. Litt- 
ae mann, purchasing agent for Endi- 
ST. LOUIS — William E. Brady, cott Johnson Corporation, died 


63, office manager of the sole leather 
division, International Shoe Com- 
pany, died in St. Louis recently 
after a heart attack. 

He spent his entire career of 46 
years with International, serving in 
his last post for 16 years. He is 
survived by his wife, Esther, two 
daughters and two sons. 


Joe Bellas 


SANTA CRUZ, CALIF.—Joe 
Bellas, 77, a retired tannery super- 
intendent associated with A. K. Salz 
Company here for 26 years, died re- 
cently in Santa Cruz. 

Mr. Bellas, who came to America 
as a boy after learning his trade in 
Yugoslavia, then part of the Hun- 
garian empire, joined the late 
Ansley. K. Salz in 1915. He was 
among those credited with develop- 
ing California Saddle Leather for its 
modern use in personal leather 
goods. 
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April 13 of complications following 
an operation. He was 57 years old. 

Mr. Littmann had been associated 
with the shoe firm for 33 years. His 
wife, mother and a brother survive. 
Burial was in St. Louis. 


Irvin D. Cooper 

PHOENIX, ARIZ.—lIrvin D. 
Cooper, 41, owner of a children’s 
shoe store here and operator of a 
shoe department in another store, 
died at his home April 3. 

Mr. Cooper, who came to Phoenix 
from Davenport, Ia., in 1945, was a 
World War II veteran and a founder 
and board member of the Arizona 
Society for the Brain Injured. 

He is survived by his widow, Shir- 
ley; two sons, Cary and Douglas; a 
brother, Ben, of Davenport, and 
three sisters, Mrs. Morris Blitz, 
Rock Isiand, Ill.; Mrs. Mike Robin- 
son, Davenport, and Mrs. Virginia 
Kay, Detroit. 
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LITTLE 
LEAGUE 
Baseball Shoes 


Made on regulation spike 
lasts with cowhide 
uppers. Has durable, 
approved, one-piece, 
moulded rubber 
cleated soles. 
Half sizes, 1-9; 
standard widths. 


$900 
pair 

NET 

F.0.B. Boston 









| BERNED SHOE CO. 207 essex street, Boston 10, mass. 





Harold W. Boyles 


WATERTOWN, MASS. — Harold 
W. Boyles, a leading member of the 
sales staff of the B. F. Goodrich 
Footwear Company, here, died in 
Los Angeles after suffering a heart 
attack. He was writing an order at a 
dealer’s store when he was stricken. 

Mr. Boyles, known to the trade as 
“Hap,” joined the Goodrich branch 
office in Los Angeles in 1937. He is 
survived by his wife, Dorothy Joyce, 
a daughter and a granddaughter. 


John L. Wilson 

WILMINGTON, MASS.—John L. 
Wilson, 50, died recently at the 
offices of Proctor-Ellison Company, 
Boston leather merchants, where he 





worked as a salesman. His home 
was in Wilmington. 
He was a member of the New 


England Boot & Shoe Club. He is 
survived by his wife, Marjorie; two 
sons, John L., Jr., and Richard S.; 
his mother, Mrs. Ellas Wilson, of 
Reading, Mass., and a brother, W. 
Frederick, also of Reading. 









e What's New 

Set of Plastic Devices Made 

For Fitting Children’s Shoes 
FREDONIA, WIS.—Fitting chil- 

dren’s shoes by both length and 

width in devices that follow the con- 

tour of the foot is now possible. 


Developed by Arthur J. Strauss 
and manufactured by the Strauss 


Vinyl plastic shoe fitter. 


Shoe Manufacturing Company here, 
the clear vinyl plastic fitters are 
made to resemble the average shoe 
bottom, with split sole and rubber 
heel and covered toe portion. The fit 
of the shoe may be observed. Wedge 
types are provided in smaller sizes. 
Fourteen sizes ranging from infants 
3 to large 3 on standardized lasts 
in whole sizes make up a set. 


eres what MILLER 
ER SHOES for 


OFFER YOUR CUSTOMER 


FOOT DEFEN 


Basic lasts—sensible, yet smartly styled shoes 
—day-by-day life in Comfortland. 

And offer you, the dealer: Solid, substantial 
Every customer 


footwear. No markdowns. 


a repeat! 


PLATTOE LAST 
3930—The JAY Tie 
14/8 Wood Kantscuff Heel 


Display Rack for Rubbers 


RAHWAY, N. J.—Tingley Rub- 
ber Corporation distributors are of- 
fering to retailers a new floor dis- 
play rack for men’s rubbers and 
boots. Similar to a children’s foot- 
wear rack made available last year, 
the rack is free with an assortment 
of 72 pairs of men’s overshoes or- 
dered before August 1. Company 
officials said the rack is expected to 
stimulate impulse buying. 


Gelatin Foot Mold Developed 
To Eliminate Burn Hazard 


HAVERHILL, MASS.—As an al- 
ternate method to the plaster foot 
cast for determining foot posture, 
Marvin Brindis of Personal Contour 
Shoe Company, Haverhill, has devel- 
oped a patented molding process, 
“Quick-Cast,” utilizing a _ gelatin- 
type solution. 

A company spokesman said that 
doctors have warned plaster tends to 
throw off heat which can cause 
burns. According to the spokesman, 
the “Quick-Cast’”’ method can be per- 
formed in 15 minutes in a doctor’s 
office or shoe department and cannot 
harm the skin. 


[| TO |WALKING| 


California Plastics Maker 
Markets Molded Sandals 


Coffey-Hoyt Products, division of Prin- 
ciple Plastics, Inc., Gardena, Calif., is 
the manufacturer of Foxies, children's 
viny! sandals molded in one piece. Of- 
fered in red or white, the sandals are 
made to retail at $2 for sizes 6-11, $2.50 
for sizes 12-4. Manufacturer says Foxies 
won't slide or scuff. 





Lightweight Vinyl Available 

BELLEVILLE, N. J.—Spangle,” 
a new lightweight vinyl shoe ma- 
terial, is being offered in a variety 
of colors by Federal Industries, a 
division of Textron, Inc., here. Henry 
Golub, footwear sales manager, said 
the material meets the trend for a 
“truly vinyl material.” 
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REDDI-TACK 


METATARSAL PADS 


@ Pre-shaped sponge rubber 


prevents wrinkling. 


White nylon lace vamp 


White kid tip, quarter, 
tongue and facing 


fA. ~~ tie 


Also available in 
Navy—style 3927 
Black—style 3918 
Nougat—style 3928 


MILLER SHOE CO., INC. 


Founded by ALBERT £. KLINKICHT 
CINCINNATI 23, OHIO 


@ Special 
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SIZE IN STOCK 
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“holdtite” 


@ Precision made. 


repeat 


tacks 


easy. Also 


keep pad securely positioned. 


Fast-mov- 


item. 


For FREE sample pair and 
catalog mail this ad. 


MODERN ORTHOPEDIC APPLIANCE CO., INC. 
584 BROADWAY, NEW YORK 12, N.Y. CA 6-4723 
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WELLCO SHOE CORP., WAYNESVILLE, N. C. 


New Goodrich ‘Yacht Shoe’ 
Features Non-Skid Outsole 


B. F. Goodrich Footwear Company has 
incorporated a redesigned non-skid out- 
sole in its "Yacht Shoe" for 1958. The 
outsole applies a similar principle to 
cross-cutting auto tires to make the 
tread grip better on slippery, wet sur- 
faces. Wavy cross-cutting of the sole 
introduces numerous edge surfaces to 
wipe away moisture. 


New Children’s Stocking 


NEW YORK —Trimfit Hosiery 
announced the addition of a new 
children’s stocking, ‘“Suburbanettes,” 
an over-the-knee thigh-hi length. It 
is styled in two distinctly different 
weaves in a range of light and dark 
colors. The size ranges are 6 to 8 
and 8 to 9144. Heavy interest is re- 
ported in this type for fall selling. 
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HAND WOVEN BLUCHER 
FOOT KING® 


GOODYEAR WELTS 


# 29029 


Better fitting with this Blucher pattern; woven at sides too, 
for extra comfort. 

# 29029, antiqued brown woven oxford, leather sole CD $5.55, 
EEE $5.70. With *RIPPLE® sole, hand woven, #99018, BCD: 
$8.20. Black, with *RIPPLE® sole, #99016, CDE: $8.20. 
FOOT KING's complete line for the Independent Retailer 
include SHU-LOKS® from size 8 child's Pollyanna, to size 12 
men's in white buck, in widths, and many other patterns. 


WRITE FOR LATEST PRICE LIST 








See complete line at 
Hotel New Yorker—May 4-8 
Hotel Henry Grady—May 4-7 


Nationally Advertised 
FOOT KING means 
BUSINESS 








Dept. 51, A. S. Kreider & Son Co., PALMYRA, PA. 


Hosiery Shade for Summer 


NEW YORK—Hanes Hosiery, 
Inc., has introduced a summer color 
called “South Pacific.” Described by 
the company as “a versatile sun 
bronze color to enhance the long- 
legged look with a glamour tan,” the 
shade is a foil for vibrant hues as 
well as an accompaniment to white, 
black, Benedictine and the whole 
family of yellows, oranges and cool 
greens. 


Solvent Tanning Process 
Seen Boon to Foot Comfort 


GRAND HAVEN, MICH.—Eagle 
Ottawa Leather Company has pre- 
pared for shoe manufacturers a 
swatch book of its new Seco leathers, 
made by an advanced process and de- 
scribed as lighter in weight and 
offering greater foot comfort. 


Edward A. Meany, Jr., sales pro- 
motion manager, said the leather has 
“a degree of formability not charac- 
teristic of conventionally tanned 
leathers. Therefore, Seco leathers 
will ‘last’ themselves to the cus- 
tomer’s feet.” In addition, he said, 
Seco leather will dry out as soft and 


(No connection with other firms of similar name) 


(*) TM RIPPLE SOLE CORP 


pliable as when made, despite re- 
peated wettings. 

Offered in 14 colors, Seco leather 
is made by a solvent tanning process 
which does not disturb the original 
fiber structure, the company said. 





Converse Adds Spikeless, 
Molded-Outsole Golf Shoe 


Recent addition to the Chuck Taylor 
athletic footwear line made by the Con- 
verse Rubber Company, Malden, Mass., is 
this spikeless golf shoe with molded out- 
sole. S$. R. Pletz, departmental national 
sales manager, said the molded sole pro- 
vides positive gripping action either on 
wet grass or on dry or hard-packed 
ground; the lace to toe pattern combined 
with contour heel counter assures over- 
all custom-made fit, and the shoe is 
washable. Another feature is a full- 
length sponge insole and arch cushion. 
The shoes come in both men's and 
women's sizes. 
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e About Shoe People 


C. Charles Marran, president of 
the Spencer Shoe Corporation, re- 
tail chain, has been elected chair- 
man of the New England Chapter of 
the Young Presidents’ Organiza- 
tion. Richard W. Shriner, president 
of French, Shriner & Urner Manu- 
facturing Company, Boston makers 
of men’s shoes, is vice-chairman. All 
members became company presi- 
dents before reaching age 39. 


* * * 


Harvey M. Kirstein, vice-presi- 
dent of the Irving Tanning Com- 
pany of Boston, was a speaker at 
the recent Bay State Conference of 
the Society for the Advancement of 
Management, held at Babson Insti- 
tute of Business Administration, 
Babson Park, Mass. 


* * * 


Alvin Medeiros is manager and 
head fitter of The Shoe Center, 
which opened recently at 264 S. 
Main St., Fall River, Mass. Pri- 
marily a juvenile sub-teen store. 
the shop keeps a record of each 
sale, sends parents a reminder 
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every three months afterward. 
* * *% 

Mrs. Terry Iles, president of 
Lassie Slippers, Inc., which imports 
British footwear, has opened per- 
manent offices in New York’s Mar- 
bridge Building. Miss Jill Iles will 
be in charge. 

* % * 

Mrs. Frieda Barnett of Burt’s 
Shoe Store in Little Rock, Ark., won 
a “Saleslady Award” offered by 
Edison Brothers Stores, Inc., by 
leading sales in the Edison organi- 
zation 17 weeks last year. 

* * * 

Al Hogan will cover upper New 
York State for Town & Country 
Shoes, according to President Ver- 
gil C. Lipscomb. Mr. Hogan was 
associated with Honeybugs and, be- 
fore that, with Jordan Marsh, Bos- 
ton. 

* * x 

In Milwaukee, Joseph Wolf, vet- 
eran Big Shoe Store manager, was 
named supervisor for the chain’s 
Wisconsin and Upper Illinois dis- 
trict outlets. 


Claude R. Castrillen, ‘ieoiile man- 
ager of International Shoe Com- 
pany’s export division, is retiring 
after almost 37 years with the com- 
pany. He is a native of Spain. 

* * * 

James Allshouse has been named 
manager of the new Norman Shoe 
Store in the Kolp Shopping Center, 
at Canton, O. 

* * * 

A veteran of 30 years in retail 
shoes, Joe Beasley has been named 
to manage Vogue Shoes, Inc.’s 
downtown store in Houston, Tex. 
He succeeds Reginald Morris, who 
was transferred. 

* * ¥* 

Mr. and Mrs. A. R. Lawhorn have 
opened a self-service shoe store in 
Pryor, Okla. Mrs. Lawhorn actively 
manages the shop while Mr. Law- 
horn, a salesman for a glass com- 
pany, assists on weekends. 

* * * 

Wilfrid McEwan, who recently 
opened his second Bill’s Shoe Store 
at Hayward, Calif., in a new shop- 
ping center, is offering shoe repair 
service in the new store, just as in 
the first. 
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More Shoes Faster: 
Factories’ Challenge 


BOSTON — In the next seven 
years, the shoe industry will be re- 
quired to produce many more shoes 
per year, despite the handicaps of 
a shorter work week, fewer em- 
ployees and a minimum of machine 
automation. This is the prediction 
of Paul N. Vonckx, vice-president 
of Compo Shoe Machinery Corpora- 
tion, Waltham, Mass. 

Speaking recently before the an- 
nual meeting of the New England 
Shoe Foremen and Superintendents’ 
Association, Mr. Vonckx said the 


A. L. MAIELLANO 


annual increase would be about 10 
million pairs. He added that shoe 
machinery manufacturers are mak- 
ing every effort tu create equipment 
which will aid the industry to meet 
the demands which will be made 
on it. 

New president of the association, 
elected at the meeting, is A. L. 
Maiellano, general manager of Na- 
tional Ballet Makers, Inc., Boston, 
and Matinee, Inc., Lynn, Mass. 

Other officers who will serve dur- 
ing 1958 are William Cohen, Ben- 
jamin Fish and Robert Shapiro, 
vice-presidents; Henry E. Meirs, 
treasurer; Harry Kimball, record- 
ing secretary, and Irving Lyons, fi- 
nancial secretary. 

Elected for three-year terms as 
directors were Morry Berlin, Eph- 
raim Lederman, Lewis Marder, 
Aime Peloquin, Frank Pozzi, Leon 
Weinman and Irving Zamcheck. 

Mr. Maiellano told the record 
gathering that association activi- 
ties will be broadened to include a 
program of education in new meth- 
ods of shoemaking and training of 
executives. 
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1958 Shoe Consumption Seen Near ’57 Total 





Tanners’ Council Officials Envision ‘Good’ Volume for Soft Goods; 
Editor Tells Florida Session a Tax Cut Is Needed to Halt Recession 


BELLEAIR, FLA. — Despite the 
recession, the nation’s potential shoe 
consumption in 1958 should virtually 
duplicate last year’s total, a Tanners’ 
Council of America official predicted 
here. 

Irving R. Glass, executive vice- 
president, told the council’s 38th an- 
nual Spring Meeting some 597 mil- 
lion pairs of shoes were sold at retail 
last year and consumption ought to 
exceed 590 million this year. But 
he added that the figure will hinge 
on retailers’ inventory policies. 

“Our estimate of demand,” he 
said, “‘is an estimate of the potential 
volume which could be achieved if 
businessmen were reasonably ra- 
tional and the right goods were 
available at the right time.” 

Mr. Glass, one of eight speakers 
in a round table discussion April 10 
at the Belleview-Biltmore Hotel, said 
the council acted on “certain as- 
sumptions” in drawing up its ap- 
praisal of the industry’s economic 
position: 

1. The current recession is more 
serious than any since World War II. 

2. It will take “stronger medicine” 
from Government to cope with it, 
but the Government can do it. 


3. Soft goods’ status will hold fa- 
vorable for the immediate future 
although other elements of the econ- 
omy will be in a more doubtful po- 
sition than for the past 10 years. 

Liquidation of leather inventories, 
Mr. Glass declared, is approaching 
completion, and risks confronting 
producers have lessened. Most seg- 
ments of production aside from up- 
holstery and mechanical leathers are 
well situated. 

“Total volume for the year as a 
whole will be good by virtually any 
standard,” Mr. Glass said. “Inven- 
tory reduction by retailers and man- 
ufacturers has resulted in a far 
stronger merchandising position 
than is generally realized.” 

Agreement on that point came 
from Lee C. McKinley, a vice-presi- 
dent of International Shoe Company. 
He said reductions in inventories of 
retailers are placing them in an 
open-to-buy position. Although he 
anticipated a continued tapering-off 
in production during the first half of 
1958, he predicted that by year’s end 
output will equal or come within one 
per cent of last year’s pairage. 

A featured speaker, Dr. Heinz J. 

[CONTINUED ON NEXT PAGE] 





Participants in round table discussion at 38th Spring Meeting of the Tanners’ 
Council of America were, from left, Fred W. McQuibben, council economist; 
Leif C. Kronen, secretary; Irving R. Glass, executive vice-president; O. R. Strack- 
bein, chairman of Nation-wide Committee on Import-Export Policy; Ralph H. 
Ewe, Tanners’ Council president; Dr. Heinz E. Luedicke, editor of New York 





Journal of Commerce, and Julius G. Schnitzer, of U. $. Department of Commerce. 
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1958 Shoe Consumption Expected to Near °57 Figure 


[CONTINUED FROM PAGE 117] 
Luedicke, editor of the New York 
Journal of Commerce, surveyed the 
U.S. economy on a wider plane. Cit- 
ing declining capital expenditures, 
high inventories and a likelihood of 
lower prices, he called for a tax cut 
to stimulate consumer spending. 

“Easy money is back,” he claimed, 
“but that is not all that is needed. 
A tax cut at the right level could 
contribute much and place industry 
in a position to turn the trend. If 
not we will most likely go bumping 
along during 1959 near the bottom, 
with perhaps the possibility that by 
1960-61 we may see some reflection 
of an upturn.” 

Commenting on an earlier talk by 
Ralph H. Ewe, president of the 
council, Dr. Luedicke told the group, 
“Your president spoke of the favor- 
able position of the soft goods in- 
dustry . . . that you were getting 
what is perhaps a bigger cut of a 
smaller pie. This is gratifying to 
hear, but a smaller cut of a still 
bigger pie would indicate a healthier 
climate.” 

Mr. Ewe had assured the tanners 
that “we have an extremely solid 
and healthy inventory position.” 
Soakings, he said, have not run 
ahead of production and sales. Shoe 
production, he added, was ahead of 
a year ago and retail sales of shoes 
were “quite favorable.” 

But he warned, “Caution can be 
abused to the point where it becomes 
not security and safety but an open 
invitation to loss from lack of mer- 
chandise at the right time and at 
the right place.” 





Goodyear Honors Distributor 


Of Its Foam Rubber Products 


AKRON, O.—Crown Products, 
Inc., of St. Louis, a distributor of 
Goodyear Tire & Rubber Company 
foam rubber products for the shoe 
industry, has been honored for 10 
years of friendly relations with 
Goodyear. 

Crown provides sales and services 
for Goodyear Airfoam, Airfoot and 
Super Airfoot in Missouri, Kansas 
and western Tennessee. The 10-year- 
old company was a pioneer in devel- 
oping the use of foam rubber in shoe 
insoles. 








The council president cautioned 
the tanners, too, that they must 
cease operating on a “profitless pros- 
perity” basis—failing to gain the 
return their investment and labor 
warrant. 

“In the not too distant future, 
profitability is going to be crucial 
to survival,” he warned. Tax cuts 
and increased spending can lead only 
to further inflationary measures, 
Mr. Ewe said, with higher produc- 
tion costs. 

In its expansion, Mr. Ewe said, 
the tanning industry must look to 
the international scene. But he 
charged that the industry is threat- 
ened by a “growing tide of unfair 
competition from abroad.” 

O. R. Strackbein, chairman of the 
Nation-wide Committee on Import- 
Export Policy, said business and 
labor have both felt the effect of im- 
ports in recent years. Other coun- 
tries, he said, have modernized their 
protection methods with help from 
U. S. aid programs. 

Mr. Strackbein said he did not 
advocate stopping imports but 
merely wanted them “fairly and 
competitively priced, with like privi- 
leges accorded American goods in 
other world markets.” 

Leif C. Kronen, secretary of the 
Tanners’ Council, reported on the 
national retail sales picture. 

“Our conclusion,” he summed up, 
“is that retail sales volume during 
the past quarter has demonstrated a 
very high degree of resistance by 
soft goods to the shortage of pros- 
perity in steel and automobiles. It 
may or may not be too early to say, 
but we also believe the past quar- 
ter’s results are a portent of rela- 
tive stability in shoe and other 
leather products consumption, as 
well as in soft goods generally, for 
the year as a whole.” 

Fred W. McQuibben, council econ- 
omist, reported that cattle slaughter 
will be down this year but relatively 
high compared to a few years ago. 
Julius G. Schnitzer, director of the 
Leather, Shoes and Allied Products 
Division of the Department of Com- 
merce, said hide and skin exports 
will probably decline from last year’s 
peak but will remain at a high 
level. 






Division President Named 
To General Shoe Directors 


NASHVILLE, TENN. — Howard 
D. Baldridge, president of Generai 
Shoe Corporation’s Friendly-Acrobat 
Shoe Company, has been elected to 
the board of directors of the parent 
corporation. Board Chairman Maxey 


HOWARD D. BALDRIDGE 


Jarman announced the action. 

Mr. Baldridge, 43, has been with 
General Shoe 18 years. He became 
president of Friendly-Acrobat last 
year after serving as division man- 
ager of the Dominion Shoe Com- 
pany. 





U. S. Shoe Corp. Obtains All 
Rights to Selby Trade Name 


CINCINNATI—The United States 
Shoe Corporation has acquired all 
trademark rights and exclusive use 
of the name “Selby” in the manufac- 
ture, sale, advertising and distribu- 
tion of Selby shoes in the U. S. 

The corporation announced the 
signing of agreements with Roger 
A. Selby, Selby International, Inc., 
and the Selby Shoe Company, Ports- 
mouth, O. 

When U. S. Shoe took over the 
manufacture of Selby Arch Pre- 
server shoes in May, 1957, it ac- 
quired the brand name “Selby Arch 
Preserver.” But rights to the use 
of “Selby” or “Selby Shoe Company” 
remained with the Selby interests. 





Florida Factory Expanded 


MIAMI, FLA.—For the second 
time in three years, Allure Shoe 
Company of Miami has contracted 
for an additional 10,000 square feet 
of space on its factory to increase 
productive capacity. The company 
specializes in wedge heels at $8.95 
and $9.95 retail. 
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BY PIERCE 
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satin and brocade; also 
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fashionable leathers 
in 3 heel heights 
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18/8 
illusion 
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14/8 
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Moxees Salesman Assigned 
For Four States and Capital 
AUBURN, ME.—Frank E. Duarte 
has joined the Moxees sales staff, 
it was announced by Daniel Miller, 
sales manager of the Moxees divi- 


FRANK E. DUARTE 


sion of the Belgrade Shoe Company. 
Mr. Duarte will cover Virginia, 
West Virginia, Maryland, Delaware 
and Washington, D. C., replacing 
Ellsworth Cohen, of Washington, 
D. C., who has resigned. 

For five years Mr. Duarte has 
served with the Miracle Tread divi- 
sion of Craddock Terry Company. 
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Penobscot Salesman Named 


BOSTON—Craig Thrash of At- 
lanta, Ga., now represents the Pen- 
obscot Shoe Company in Virginia, 
West Virginia, North Carolina and 
parts of South Carolina, Tennessee 
and Kentucky. He will sell two of 
the company’s well-known lines, 
Penobscot Trampeze sport casuals 
and Tres-Jolie dress flats. 


Fashion Director Appointed 
By Sterling Last Corporation 


LONG ISLAND CITY, N. Y.— 
Miss Betsy Carter has been named 
fashion director of Sterling Last 
Corporation, marking what the com- 
pany described as “a unique step in 
the last industry.” 

Remarked David Serling, president 
of the firm, “Sterling is the first to 
establish official recognition that, 
especially now with the increasingly 
rapid changes in fashion, the right 
last is as much a part of the design 
of a shoe as it is a basic necessity in 
a shoe factory.” 

Miss Carter was formerly asso- 
ciated with Sbicca of California and 
Evins, Inc., New York. 


Roberts, Johnson & Rand 
Representative Appointed 

ST. LOUIS—E. C. (Gene) Shaffer 
has been named sales representa- 
tive for Roberts, Johnson & Rand 
division of International Shoe Com- 
pany in the Indianapolis and Day- 
ton areas. He succeeds R. J. Mc- 
Elroy, who resigned. 

Mr. Shaffer, who will carry Rand, 
Randcraft, Star Brand and Confor- 
mal brands, formerly represented 
the company’s Winthrop division, 
men’s line, in several territories. A 
graduate of Cornell University, the 
new RJ&R salesman is the son of 
M. R. Shaffer, marketing manager 
of men’s and boys’ shoes at Inter- 
national. He will make his head- 
quarters in Indianapolis. 


Golo Representative Named 
NEW YORK — William Schroder 
has been named to represent the 
Golo Footwear Corporation in west- 
ern Pennsylvania and northern 
Ohio. Mr. Schroder was formerly 
with Town & Country Shoes and, 
earlier, he was buyer for Lord and 
Taylor, New York, and B. Forman 
Company, Rochester, N. Y. 
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FOOTWEAR 
MANUFACTURING COMPANY 


Brown, maple, red, black. 
Sizes 4 to 10, 

AAAA to C. 

Retail about 

9.95 


Our client desires to acquire a manufacturing 
company producing any type of footwear with 
the exception of ladies’ style shoes. It must have 
sound and proven top management willing to 
continue to assume that same responsibility. The 
company we are seeking should be well estab- 
lished in its field with good prospect of continued 
growth in the future. A large or medium sized 
firm is preferred; however, smaller firms will be 
considered. 


IN STOCK 


Red, brown, bive, black, 
white. Sizes 4 to 10, 
AAAA to D. 
Retail about 

10.9. 


Successful management seeking to remove 
their investment from the company, but retain 
their management authority, would be of particu- 


British Classics, Ine. 


146 DUANE STREET, NEW YORK 13, N. Y. 


Tingley Rubber Corporation 


Names Two New Directors 


RAHWAY, N. J.—William Mc- 
Collum, board chairman of the 
Tingley Rubber Corporation, maker 
of rubber footwear, announced the 
election of James M. Wallace and 
Frank Le Compte as directors. 

Mr. Wallace entered the Tingley 
sales department 10 years ago af- 
ter 20 years with American Stores 
Company, food chain, in the Phila- 
delphia district. 

Mr. Le Compte, director of re- 
search and development at Tingley, 
joined the company in 1953. He 
has been a registered professional 
engineer for 15 years. 


JAMES M. WALLACE FRANK LE COMPTE 
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lar interest. 





— 


Please reply by mail. Replies will be held in 
strictest confidence. 


SCOTT ROBERTSON, President 
Robertson, Buckley & Gotsch, Inc. 
108 N. State Street, Chicago 2, Illinois 
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Stewart & Potter Salesman 


BOSTON — Wilbur O. Longley 
has joined the sales staff of the 
Stewart and Potter Company of 
Brooklyn, N. Y. The company is 
the New York branch of the United 
Last Company Division of the 
United Shoe Machinery Corpora- 
tion. Mr. Longley’s territory in- 
cludes New York State with the 
exception of the metropolitan New 
York City area, as well as northern 
Pennsylvania and the Ohio River 
valley. 


Goodyear Lists 5 Changes 
In Foam Products Sales Staff 


AKRON, O.—Five field staff 
changes in The Goodyear Tire & 
Rubber Company’s Sales Division- 
Foam Products were announced here. 

C. M. Sharples, formerly special 
shoe products salesman and Akron 
staff sales coordinator, has been as- 
signed to Boston as a Foam Products 
field salesman. He succeeds J. P. 
Moloney, who has been transferred 
in the same capacity to New York, 
along with Salvatore Fierro, former 
division sales trainee in New York. 

G. L. Novario, formerly Foam 


Products field salesman in Chicago, 
has been moved in the same capacity 
to Minneapolis. W. M. Parker, Jr., 
former Foam Products field salesman 
at St. Louis, goes to Chicago. 





New York Salesman Named 
For Culver’s Leisure Line 


Nat Weinstein, who has been made New 
York sales representative for a new 
men's and women's leisure scuff and slip- 
per line being manufactured by the Cul- 
ver Manufacturing Company, Inc., Erin, 
Tenn., a division of Footwear Corpora- 
tion. Before joining Culver, he was up- 
per New York State sales representative 
for the Fortune division of General Shoe 
Corporation. 
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ST. LOUIS—Heydays Shoe 
Company sold shoes on 77 
patterns, 204 ways last 
month. 
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Sol Weglein to Leave Desco 
After 16 Years as Sales Head 


NEW YORK—Sol Weglein, who 
has served for 16 years as sales and 
promotion director of the Desco 
Shoe Corporation, manufacturer at 
209 W. 33d St., New York City, will 
leave the firm June 1, according to 
an announcement from Fred J. Dia- 
mant, president. 

Mr. Weglein’s promotional duties 


SOL WEGLEIN 


have covered both Desco and the 
Rex Shoe Company, Inc., a subsid- 
iary. He has helped launch such 
brand names as Revelations, Thrill- 
mates, Darlin’s, Desco Debs and 
Quo Vadis. Although he has not 
announced his future plans, he is 
expected to remain in the shoe busi- 
ness in or around New York City 
following a vacation. 





Compo Machinery Promotes 


Prahl to VP for Research 


Frederick A. Prahi, Jr., who has been 
elected vice-president, research, of the 
Compo Shoe Machinery Corporation, 
Waltham, Mass. In a year with the 
company as director of research and 
development, he has been “responsible 
for many new and significant machinery 
developments," said John F. Smith, 
Compo's president. 
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the efficient box handler 
Quicker 


LONG ARM* 


The etfwent box handier 
QUICKER, tasien. saree 


| Easier 


Safer 


than any other way to 
get shoes from the high 
shelves. And you return 
the empties upside down 


| —no falls from ladders 


or stools—no energy wasted—Long arms with 24", 
30"', 36"", 48'', 60"' handles $3:50, with 72'' handles 


| $4.50 postage prepaid in U.S.A. Specify handle 


lengths desired and if for Men's or Women's 
boxes—your Jobber or 


CARL BEEMAN 
Cedar Heights Rd. Stamford, Conn. 
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We manufacture a complete 
line of Plastic, Brass, Wrought 
Iron, Wood Combinations 


THALL PLASTICS 
& METALS, INC. 
139 Duane St. New York 13, N.Y 
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These high quality boots and work shoes possess 
all the added comfort and wear you can always 
expect of famous BEAVER UPPER LEATHER 
processed with DUPONT QUILON. 


Black Patent 
5033: Red Patent 
THE GRIESS-PFLEGER TANNING CO. 
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Queen Quality Lists 
Personnel Changes 


ST. LOUIS—Several changes in 


sales personnel have been an- 
nounced by Robert A. Black, gen- 
eral manager of Queen Quality di- 
vision, International Shoe Company. 
All are effective immediately. 

M. B. (Bill) Woodruff has joined 
Queen Quality as sales representa- 
tive in Missouri, southern Illinois, 
Kentucky, Tennessee, Arkansas, 
Louisiana and Mississippi. Mr. 


M. B. WOODRUFF DEWEY RAWLS 


Woodruff, who formerly traveled 
for Belgrade Shoe Company and 
Grinnell Shoe Company in the south 
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central area, will make his head- 
quarters in Memphis. 


Mr. Woodruff succeeds Dewey 


JOHN J. HONAN HAROLD W. STAATS 


Rawls, who has transferred to the 
southeast territory of Virginia, 
North and South Carolina, Georgia, 
Florida, Alabama and eastern Ten- 
nessee. Mr. Rawls took over the 
territory formerly covered by Vern 
Spence, who has resigned. Decatur, 
Ga., is Mr. Rawls’ headquarters. 
John J. Honan has been named 
sales representative in Michigan 
and northern Ohio, succeeding Mar- 
ritt Higham, who resigned. Prior 
to joining International, Mr. Honan 
covered the Michigan and Ohio 
area for Northeast Shoe Company. 


His headquarters are in Detroit. 
Harold W. Staats will travel 
Washington, Oregon, Idaho, Mon- 
tana and British Columbia, suc- 
ceeding Chet Stack, who has re- 
signed. Prior to joining Queen 
Quality, Mr. Staats was with Nord- 
strom’s in Portland, Ore., for seven 
years as women’s shoe buyer and 
assistant general manager. He will 
make his headquarters in Portland. 


Cobblers Appoints Pankau 
Assistant to the President 


LOS ANGELES—Walter Braun, 
president of Cobblers, Inc., shoe 
manufacturing firm, announced 
that Ed Pankau has assumed a 
newly created post of assistant to 
the president. 

Mr. Pankau, a veteran shoe ex- 
ecutive, was introduced to the com- 
pany’s national sales staff at the 
spring sales meeting two weeks ago. 
He was formerly manager of the 
Franchise Store Division at Brown 
Shoe Company, sales manager of 
Style-Eez and Easy-Goers at Selby 
Shoe Company, and west coast rep- 
resentative for Oomphies and later 
for Brauer Brothers. 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











WE SAY THE BEST SPLENDID OPPORTUNITY FOR SALESMEN 
SELLING $2.00-$3.00 Blum Shoe Mfg. Co., makers of Nationally Known Rest-Time Footwear 
HOUSE SLIPPER LINE Lai 


1. Texas. 


Is available for territories West 2. Northwest States of Washington, Oregon, Idaho and Utah. 


of the Mississippi. A compact Excellent chance to carry as a Main or Non-conflicting sideline this won- 


line is ready for delivery to you derful Slipper Line for the entire family. Complete In-Stock Styles now 
ready for At Once and Fall delivery. Liberal commissions paid, also other 


and will consist of only the Hot benefits. Write in complete confidence now stating qualifications. 
Shoes that were selected by 
buyers at the New York Popular BLUM SHOE MFG. COMPANY Dansville, New York 
Price Shoe Show. The company 
is an old one and well known 


throughout the country. Com- | EXPANDING SALES ORGANIZATION 


pensation ona commission basis. 

Long Established Manufacturer of Women's Popular Priced Shoes plans 
Reply to Bex 209, BOOT & SHOE RECORDER to expand sales organization. Entire Line backed by efficient in-stock 
Chestnut & 56th Streets, Philadelphia 39, Pa. service. Replies kept in strict confidence. 


Reply to Box 204, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 





























FOR YOU! SIDELINE SALESMAN WTD. | SIDELINE SALESMAN WTD. 





A real surprise awaits salesmen not 
familiar with our Manufacturer's line of 


Liste ants. Voviiaad Maer sess.” Ny, OLD ESTABLISHED MANUFACTURER HAVING RECENTLY OPENED 


InStock—popular priced, can be carried 





with non-conflicting line. We pay higher IN m STOCK DEPARTMENT 


commission. Write NOW in full con- 
fidence with all details. TO SERVICE 


Tertitores open: RETAILERS, A & N STORES, SMALL CHAINS, ETC. 


lowa 


Illinois (excluding Chicago) NEEDS 
Southern Ohio & Indiana SIDE LINE SALESMEN 


Gestele2 
Seaeanciiienaaa, TO CARRY LINE OF MEN'S, LADIES' AND CHILDREN’S SOFT AND 
HARD SOLED SLIPPERS, SANDALS AND MOCCASINS RETAILING 


WELL BUILT SHOE COMPANY—MILFORD, MASS. 
FROM 98 TO 2.98 


FULL OR SIDELINE MEN: Territories— 6% COMMISSION PAID EVERY TWO WEEKS AGAINST ORDERS SHIPPED 


Alabama, Georgia and Louisiana; Western 
eee na eee, Vverwat, New gaek TERRITORIES (OR PARTS THEREOF) OPEN: 
Oklahoma, Arkansas; California, Men's Drose, CHICAGO, ILLINOIS, WISCONSIN—GEORGIA, FLORIDA, ALABAMA, MISSIS- 
stock,” BRILLIANT BROTHERS GO" 130 SIPPI—TEXAS, OKLAHOMA, NEW MEXICO—KANSAS, MISSOURI—OREGON, 
Lincoln Street, Boston 11, Mass. WASHINGTON—CALIFORNIA—NORTH DAKOTA, SOUTH DAKOTA, WYOM- 


ING, MONTANA—OHIO, WESTERN PENNA.—ARKANSAS, TENNESSEE—VIR- 
aa GINIA, WEST VA., MARYLAND, EASTERN PA., WASHINGTON, D. C.—NEW 
LARGE DISTRIBUTOR of Nationally Ad- | ENGLAND 


vertised Waterproof and Canvas Footwear has | 
strong full-time sideline openings in several | Reply to Box 200, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 
Southern states. First quality brand—price im- | 
portance. Factory represented is over 100 years 
in business. Reply to Box 189, Boor AND SHOE 
Recorver, Chestnut & 56th Sts., Philadelphia | 
> 
39, Penna. “IT’S BEEN A ROUGH WINTER”’—a MANUFACTURER OF KNITTED ELAS 
ape Chee complete top-grade Branded Rubber Line of TIC SHOE COVERS seeks sideline salesmen 
Pere ee . “ng including Plastics, penentie as a | now calling on Whcelesale and Retail Shoe 
> ait ants 7 — sideline for aggressive men calling on top ac- Stores. 10% selling commission. Please state 
week Oe Sere OF ore PRICED counts, Extremely popular-priced, liberal com- territory you cover. Reply to Box 206, Boot 
Wi Michi I Indi Southern mission. Prepaid freight arrangements. Excel- AND SHOE Recorper, Chestnut & 56th Streets, 
isconsin, Michigan, Iowa, Indiana, Nebraska, lent opportunities after the unusually sough | Philadelphia 39, Penna. 
and Northwest States. Attractive commission. 1957-1958 winter. Apply: THE MARCO SHOE - 
pes OE MFG. €0., Sheboygan, Wiss | COMPANY, INC., 24 So. Hanover Street, | | SMART LEATHER BOWS, SHOE ORNA- 
| Baltimore 1, Maryland. |. MENTS and FOOT SOX. Pocket size samples. 
Manufacturer offers highest commission. Reply 
fs po ao Bae ae to Bex 556, Boor anp Snore Recorper, Chest 
nut & 56th Sts., Philadelphia 39, Penna. 
SHOE DEPT. WANTED pistes apoeeh 
MANUFACTURER OF OLD ESTAB- THE NEW TM-FOOT MASSAGER, now 
LISHED FOOT PREPARATION, seld from available to salesmen who desire prof fitable side- 
SHOE DEPARTMENT WANTED in _Pop- Coast to Coast, seeks live wire commission men line. Highly recommended by leading Chirop- 
ular Price Department Store or Discount Store, with Shoe Store following. Can be carried as odists for foot weliee and treatment. All terri- 
capable of doing between $100,000 and up to a non-competitive sideline. Reply to Box 205, tories now open. Write for full details to 
$500,000. JACK LIPTON, 5127 Whitaker Boot anp SHoe Recorper, Chestnut & 56th THE TOOTHMASTER COMPANY, 305 
Avenue, Philadelphia, Pa. Streets, Philadelphia 39, Penna. Hamilton Street, Racine, Wisconsin. 
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SIDELINE SALESMAN WTD. 


FOR SALE 


WANTED TO PURCHASE 








TERRITORIES AVAILABLE 


Several openings on commission basis. 
Manufacturer of Infants’, Children’s, 
Misses’, Growing Girls’ Goodyear Welts 
and Cements. Large in-stock department. 
Everything south of Richmond, Southeast, 
Southwest; lowa, Nebraska, No. and So. 
Dakota, Wisconsin, Minnesota, Greater 
Chicago, Chicago. 65 years in children’s 
business. 


Reply to Box 201, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa. 











ESTABLISHED FAMILY SHOE STORE 
AND CHILDREN’S APPAREL SHOP 


in Central Mass. Modern, air-conditioned, the 
finest of its type in area. All Nationally adver- 
tised Lines, Good volume; excellent potential growth. 
Owner has other pressing interest 


Reply to Box 208, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa. 


M. STOFF and CO. 
CASH FOR SHOES 


Closeouts—Complete Stores 
Short Leases Assumed 


158 Duane St. New York City 
Tel. Beekman 3-0141-2 








FIXTURES FOR SALE 


Complete Shoe Store Fixtures, in excel- 

lent condition, $2,500.00. Will sell all or 

part. Pictures available on request. Con- 

tact: 

V. F. BERGQUIST 
k Ave., Columb 


1256 P. » Georgia 














HELP WANTED 








SHOE STYLIST and DESIGNER 


One of nation's largest multi-product 
manufacturers needs an experienced 
person for Styling and Designing 
Casual Fabric Shoe Line. The indi- 
vidual we are looking for is capable 
of creating styles that will sell in a 
medium priced market. 

The position is in a mid-western 
location. The production, advertising, 
and marketing functions connected 
with our shoe line have been firmly 
established over a long period of 
years. 

The stylist selected will be one of 
the most important members of this 
Management Team. Salary open. 
Please submit complete resume of 
experience, background, and salary 
requirements. 


Reply to Box 190, BOOT & SHOE RECORDER 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














MANAGERS 
TOP VOLUME 


Due to expansion as one of the 
leading National Shoe Chains we 
have need for Managers capable 
of operating large volume stores. 
Unusual opportunity for qualified 
men leading to supervisory positions. 
If you now operate a large volume 
unit and are looking for greater 
opportunities write full particulars. 


Reply to Box 194, BOOT & SHOE RECORDER 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Upstate New York. Complete 
charge. High Grade Family Shoe 
Store. Men’s, Women’s, Children’s 
Shoes. Best store in town. Won- 
derful opportunity. Good salary. 

commission. Write full de- 
tails. Will be held strictly con- 


fidential. 
Reply to Box 203, BOOT & SHOE RECORDER 





RETAIL SALES MANAGER WANTED 





Chestnut & 56th Streets, Philadelphia 39, Pa. 








PROFITABLE ORTHOPEDIC SHOE 
STORE near Boston; Low Rent; Price Reason- 
able. Reply to Box 207, Boor anp SHoe Re- 
cCoRDER, Chestnut & 56th Streets, Philadelphia 
39, Penna 
FOR SALE: THREE ADRIAN X-RAY 
MACHINES, all in good condition. VOSE 
BOOTERIES, 837 Elm Street, Winnetka, IIli- 
nolis. 
BRAND NEW ADRIAN “SPECIAL” 
X-RAY Shoe Fitting Machine, in perfect oper- 
ating condition. $150.00, F.O.B., Bendheim’s, 
Inc., 710 Market Street, Wilmington, Dela- 
ware. 





POSITIONS WANTED 





BUYER AND MANAGER, WITH EXCEL- 
LENT BACKGROUND for Family Shoe Store. 
Last seven years Buyer-Manager for 175,000 
Unit. Will relocate. Reply to Box 202, Boor 
AND SHOE Recorper, Chestnut & 56th Streets, 
Philadelphia 39, Penna. 





MERCHANTS’ NEEDS 





MORRIS BAYROFF 
formerly with M & R Shoe Co. 


IS NOW LOCATED AT 
122 DUANE ST., N.Y.C. 
Telephone REctor 2-4171 
Highest Prices Paid for 
Complete Stores & Closeouts 


Leases Assumed 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 


ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 


Phone: WA 5-9533—WA 5-9927 











Cameron Company Displays 
500 ECHO LANE, GLENVIEW, ILL. 
invites you to look 


What ls New Window Display- 
Fixtures 


OUT OF THIS WORLD 
ADOLPHUS HOTEL, ROOM 836 
DALLAS SHOE SHOW 








Hats x. Ydeas 


FOR YOUR 
NEWSPAPER, ADVERTISING 


—if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


e 
2. Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 
lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


* 
VINCENT EDWARDS & CO. 


World's largest advertising 
service organization 
342 Madison Ave. 
New York City 
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CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, N. Y. 
Telephone WOrth 2-2515 














BUSINESS BOOSTERS 





ADVERTISE YOUR STORE — Imprinted 
Premiums—Comic Books—Toys. Free Catalog. 
Hecht Advertising, 3074 Park Ave., Bronx 51, 
New York. 


College Lists Safety Courses 

WATERVILLE, ME.—Basic and 
| advanced courses in Industrial Safety 
‘will be offered at Colby College here, 
| June 23-27. Among nine sponsoring 
‘organizations is the New England 
| Shoe and Leather Association. A $75 
| fee covers all charges, and additional 
‘information is available from the 
| director, William A. Macomber, Divi- 
|sion of Adult Education and Exten- 
|sion, at the college. 


Boot and Shoe Recorder 








| WANTED TO PURCHASE 


| 


WANTED TO PURCHASE 


WANTED TO PURCHASE 





| 





“Uncle Sam” 
will soon prove 
Sputnik and Muttnik 


are old numbers 


aad SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Louis Write or wire for fast ac- 


tion . . . quality men’s 
will buy your women’s and children’s shoes. 
old numbers 


STaes a OVER 43 YEARS 
LOUIS CAMITTA & SON 


91 READE ST., NEW YORK, N. Y. MOSINGER - COHN 


formerly with S. CAMITTA & SONS 35 $ 

















B. & R. PAYS THE LIMIT 


WE BUY CLOSE OUTS 
COMPLETE SHOE STOCKS A 
is ae LEASES ASSUMED S 
collet YOUR NAME PROTECTED py 


B. & R. SHOE CORP. 74 Reade Street, New York 7, N.Y. WOrth 2-6358 














Cliildllllllllldidi® KR\S BUYS for CASH CA ULUlllleN 
N 


Quick decision on your offers of discontinued and 
surplus men's, women's and children's shoes. 


BARIS 


THE NATION’S FINEST 
CANCELLATION SHOES 


79-81 Reade St. 
J tttttttttttl}ldeeeeee 


Also complete stores considered 
Jobs in Fine Shoes From Fine Sources Since 1931 


* New York 7,N.Y. + Tel: ~~ 2.5180 
EEE 








TOPPS PAYS THE TOPS 


WE ARE RETAILERS 


We buy Men's, Women's, Children's Shoes 
Complete Stores FOR OPERATION 


TOPPS SHOE STORE 
4116 Bergenline Avenue 
Union City, N. J. UNion 3-6413 


Phone or Wire Collect 











WE PAY MORE f WE ARE RETAILERS 
ecause 
WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, jt, & ¥. 
Max L. Meltzer, Pres. Ivanhoe 1-9830 
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Any quantity. . any time. Weil 
buys for cash... quality shoes, 
complete stores, closeouts or 
surplus from manufacturer or 
retailer. For quick action write, 
wire or phone immediately. 


M. K. Weil Shoe Co. 
1215 Washington Avenue 
St. Louis 3, Mo. 
CE. 1-4898 CE. 1-3762 
Quality Shoes Since ’32 
e in Town See Weil” 











T COMPLETE STORES ! 
TWA NTE D: 


Confidential negotiations by 





rated . . . experienced retailers ; 





ARRONSON BROS. & BAYROFF 


4 122 Duane St., N.Y.C. RE 2-4170-4171 3 
BmeHeH HE eee 


WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
WAlnut 5-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 














for 

e closeouts 

e surplus 

e discontinued 
lines 

e complete stores 


BROITMAN- 
GAFFIN SHOES 


ine, ¢ BE 3-7290 
146 DUANE $T., MW. ¥.C. 



























your best way 
to serve 


a big market! 





Eliminate fitting problems .. . 


pre-molded counters. Resilient spring 
steel shanks. Many styles. 
Moderately priced. 








AAAA .6% to 12 SIZE 
AAA.5 to13 RANGE 
AA .441013 FOR 
B .3% to 13 AS 
C.3 to13 
D.3 to13 SHOWN 
E.3 to12 
EE.3 to12 
EEE.3 toi 
EEEE.3 to 10 
EEEEE.3 to 10 
EEEEEE.3 to 10 
EEEEEEE.4 to 3 
EEEEEEEE.4 to 3 







Fast 24-hour in-stock service . 





Cw ago ] 





‘Supersole’ Maker Surveys 
Retailers on Sole Leather 


LURAY, VA.—A survey of shoe 
retailers regarding their opinions on 
sole leather was recently conducted 
by Paul L. Loewenstein Advertising 
Agency for Virginia Oak Tannery, 
of Luray, producers of “Supersole.”’ 
This is believed to be the first time 
any sole leather tanner has con- 
ducted a survey on so large a scale 
among retailers and their customers. 

The survey was in the form of a 
questionnaire mailed to 15,000 shoe 
retailers throughout the United 
States. Returns totaled 4.43 per 
cent—approximately double the nor- 
mal average return for this type of 
mailing where no premium or other 
inducement is offered. Regional re- 
turns closely paralleled the break- 
down of the mail list geographically. 

The survey revealed that in shoe 
stores carrying shoes made with 
“Supersole,” customers give more 
consideration to soles than do those 
of other stores. The conclusion to 
be drawn is that retailers use 
“Supersole” as a sales approach. 

When asked, “If more of your 
shoes had leather soles, would your 
sales increase, decrease or remain 
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Nationally 
Advertised 


D! Scholls 
SHOES 


increase your repeat business! Made over 26 different 
lasts, each designed for a particular type of foot. 
Choicest leathers. Right and left individual 








.- largest size-range in world? 
Some styles 2% to 13; AAAAA to EEEEEEEE 


WRITE FOR CQTALOG SHOWING DR. SCHOLL'S MEN’S AND WOMEN’S SHOES 


THE SCHOLL MFG. CO., INC. 





lilinois, New York 11, N. Y., Los Angeles 58, Calif 





at the | 






tea 





Bow, Outside 
Heel. New 
Semi- 

Pointed 


Toe. 










ishow...see 


it 


Cutout Vamp. Gunmetal 
Patent Overlay and 














i 









X3021: 
Black Patent 









MANUFAC TU maes 















Style 2367A 
Biack kid biucher. 
Long inside counters. 
12/8” leather heet 
with 4%” rubber top tift. 
Also in white. 

















Interested in 


1958 FALL AND 
WINTER STYLES? 


See the Men's Feature Section 
MAY 15 ISSUE 
BOOT AND SHOE RECORDER 












MEN'S 














the same?” retailers carrying 
“Supersole” responded: increase, 
43.2 per cent; decrease, 7.7 per cent; 
stay same, 40 per cent. Other stores 
responded: increase, 41.9 per cent; 
decrease, 8.4 per cent; stay same, 
32.9 per cent. 

The response by all stores to the 
question, “Would a longer-wearing 
leather sole help sales?’ indicated 
that 79.5 per cent felt that longer- 
wearing soles would help increase 
sales. 

Better than 33 per cent of the 
respondents carried shoes made with 
“Supersole,” and 63.8 per cent indi- 
cated they would like more of the 
lines to feature “Supersole.” 








23 Years with Tyer, Retires 

ANDOVER, MASS.— After 23 
years as a sales representative for 
Tyer Rubber Company, of Andover, 
during which he serviced volume ac- 
counts on the West Coast and in 
Alaska and Hawaii, Jack L. Loftus 
has retired. 

Succeeding him is Kenneth Rea, 
of Covina, Calif., who will maintain 
Mr. Loftus’ permanent sample room 
at 620 S. Manhattan, Los Angeles. 











Tannery Manager Retires: 
38 Years with International 





Charlies H. Laramy, general manager 
of the Manchester, N. H., tannery of 
International Shoe Company since 1955, 
who retired last month after 48 years in 
tanning, 38 with international. 





Fashion Director Resigns 


NEW YORK —Hermann Loewen- 
stein, Inc., announced the resigna- 
tion of Miss Lenie Correll, the firm’s 
fashion director, who will enter 
Columbia University. Succeeding her 
will be Miss Rosalind Allan, who for 
five years has been fashion coordina- 
tor of Crompton-Richmond, maker of 
velveteens and corduroys. 
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Acme Boot Company 
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Addison, J., Footwear Co..... 105 
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United’s new Model A cutting ma- 
chine combines for the first time the 
speed of electronic control with the 
tremendous power of hydraulics. 


Here is a new concept of smooth, quiet 


® 
power that easily slips through a single 
ply of leather or through 48 ply of 
lining or fabric upper material. 


It is safer, lighter, smaller and readily 


THE NEWEST adjusts to die heights from %»” to 
2%” 

spots tare Less fatigue through quiet operation 

DIE CUTTING and absence of shock has stimulated 


operator enthusiasm and has resulted 
‘4 in reports of increased production. 


You save on maintenance, die, and 
shipping costs. Ask your United repre- 
sentative for details on this remark- 
able new machine. 


UNITED SHOE MACHINERY CORPORATION 
if BOSTON, MASS. 


SERVICE 
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LOOK TO 


BREZNER 


Exclusive tanners of CHG 


the Textured Leather 
Sensation 


Still setting the Textured Leather tempo .. . wonderful, 
many-mooded ‘‘SHAG"'! Tanned with inimitable Brezner 
know-how to your exact specifications, ‘‘Shag'’ cuts, molds, looks 
and wears like far costlier leather . . . colors true, color-matching 
perfect. Yet, because of tremendous volume sales, genuine 
Brezner ‘‘Shag’’ costs no more (and often less) than ordinary 


textured leathers. Style with ‘Shag’, profit with ‘‘Shag”’ styles. 


These designs All popular colors— 
available to shoe 


manufacturers. 
Write for your 
FREE sketch today! 


standard and pastel 





Write for the facts on 
the complete line of 
Brezner Fashion Right 
Leathers 











Send for swatches or contact our representative ... TODAY! 


THE BREZNER DIVISION OF ALLIED KID COMPANY 


145 South Street, Boston 11, Massachusetts 








The Future Is Bright in Boys’ Shoes 


and 
Still Brighter for Dealers Selling _— 


ar dealers are building their futures on 4 
the soundest formula in shoe business. The amazing 
concentration of population in the 5 to 17 year age 
group assures a growing market for them for years 
to come. Gerberich’s diversified 3 Brand Style Pro- 
gram, the broadest size schedule in boys’ shoes and 
famous Gerberich Quality enable dealers to take 
full advantage of the remarkable potential of their 


market. 





..-In Stock To Gerberich Dealers 


GERBERICH-PAYNE SHOE COMPANY Tre Finest Name In Boys’ Shoes 
MOUNT JOY PENNSYLVANIA 





OFFICES: New York, Marbridge Bldg., Room 417 - Los Angeles, Alexandria Hotel e Room 805 
Philadelphia, 12 S. 12th St., Room 914 * In Canada, J. Leckie & Co., Ltd. L. H. Packard and Canada West 


